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OST of your life’s job is dealing with ‘the 
M. other fellow.” The most of anybody’s 
- life is just that: the exchange of services 
and commodities. You have your ideas of the value 
of what you own; you set your own price; you con- 
cede the same privilege to the other fellow. 

But just now, the world over, the other fellow is 
not satisfied with setting the price on HIS goods; 
he wants to set the price on YOUR goods also. Re- 
strictions of all kinds; excessive taxes; the fixing of 
prices; the limiting of profits—all these devices are 
being used to excess, in order to lend the color of law 
to what amounts to confiscation of the merchant’s 
property. 

It does not matter whether these things are done 
in Russia or in Mexico, or Rhode Island; they are a 
menace and a danger against which all merchants 
must unite. 

When a Government official or a fair-price com- 
missioner comes into your store and tells you, for 
instance, that you shall not charge more than $1 a 
pair gross mark-up on shoes which cost you $2 a pair 
in selling expense, are you not damaged just as 
directly as if he had come in and by violence taken a 
dollar a pair out of the cash drawer and walked off 
with it? 

This sort of thing is being done, and will continue 
to be done, unless resolutely opposed. It is all part 
of a general movement in connection with the false 
theories of a communistic character which have been 
allowed to poison the public mind. The public has 
learned much of “profiteering’’; it has been told that 
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the “‘middle man”’ is an interloper who levies an unjust 
tax on the consumer. 

The merchant’s great service and hard work have 
been ignored, most unjustly and injuriously. Make 
no mistake about it. Cases keep coming up every 
day in all parts of the United States which show that 
law-making demagogues are still busily catering to the 
ignorance they have promoted among the public and 
are persistently making new restrictions on the 
merchant. 

This is just one of the reasons why the retail shoe 
merchant should not only connect himself with local 
and national associations, but should also work toward 
some kind of a connection with all other organiza- 
tions of retail merchants, handling other lines of 
goods, but having the same need of self-defence, and 
of united action. 

This is one of the reasons why we headed the sug- 
gestion on page 36 of the “Recorder” of February 14 
“The Next Step Forward for the Retail Shoe Trade.”’ 
The first association in the retail shoe trade was or- 
ganized more than 30 years ago, under “‘Recorder”’ 
auspices. This organization was not permanent, 
but the present organizations, both local and national, 
show every indication of permanency and are cer- 
tainly doing much useful work. 

We have sustained and helped this work in every 
possible way, believing it to be of high importance 
and value, and it is with a view to further advance 
and greater strengthening of the position of the shoe 
merchant that this forward step is advocated. 

Several of the trades have strong working’ organi- 
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zations and are rapidly expanding. They would wel- 
come an association, as some of them have already 
been meeting in joint session. There are some lines 
of goods, of course, which are very remote except in 
the most general aspects of merchandising. For in- 
stance, delicatessen stores, dealers in diamonds or 
art stores would have only a distant and general in- 
terest in subjects which would most closely concern 
the shoe merchant, even if such stores were organized. 
But there are other lines, some of which we have 
mentioned, with which the connection is close and 
with which a community of interest will be found 
which may surprise us as we get farther into the 
matter of associated work and conference. Such a 
movement would react with renewed stimulus upon 
our own organization, with a broadening and strength- 


ening effect. We should be glad to have the views 
and opinions of leading merchants on all phases of 
the subject. 


Two Needed Statutes 


WO deeds ought to be made crimes. One is the 
promotion of needless strikes affecting the 
necessaries of life (including transportation); the 
other is making unnecessary speeches in Congress. 
A United States Senator recently summed up 7,000,- 
000 words of senatorial debate on the Peace Treaty— 
with nothing accomplished after all. Such a flood 
of buncombe and twaddle is a discredit to our form 
of government ; it is not calculated to increase popular 
respect for government of any kind. It is an appalling 
example of futility and inefficiency, most unfortunate 
at a time when decisive and effective action is needed 
the world over. The whole matter has been held up 
for weary and costly months, by the jealous vanity 
of a few egotistical old men. Common sense would 
have had some solution ready, somehow, months ago. 
As to the strikes, we cannot go on with this insane 
practice of starving and freezing each other. Such 
things are bad enough between enemies in times of 
war; they are intolerable as a line of domestic policy 
in time of peace. It is due ourselves as reasonable 
beings to drop such tactics of industrial suicide, ab- 
solutely and entirely. How much worse must matters 
get before we begin to improve them?) 
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Bectoees Building Facts 


HERE are certain manufacturers of leather who 
are going to great expense in compiling informa- 
tion about their products, how they are made, for 
what kinds of footwear and the proper dressings to be 
used. This is intended to reach the shoe manu- 
facturer, the retail merchant, and in some cases the 
consumer. Principally it concerns upper leather such 
as high grade calfskin or kid, and there have been in 
the past some campaigns on certain sole leather 
brands. 

Right now there is in process of preparation, or 
already going out, pamphlets containing most inter- 
esting detail about kid leather. The complete story 
of the goatskin is told; facts which every one selling 
shoes should have. Then there is from another 
source a booklet on the care of this leather, how to get 
the best use from it. Similar effort is being made with 
respect to calfskin leather. 

It is important that retail merchants should take 
this work seriously and use the information received. 
Nor should they look suspiciously upon things of this 
nature as propaganda for advertising or the selling 
of a particular product. It is not difficult to detect 
the meritorious; moreover the facts disseminated 
usually apply to all similar high-grade materials. 

The thought to be gathered is that education both 
for the merchant and the clerk is desirable and es- 
sential in the best interests of the business. The clerk 
may not be called upon to give a liberal treatise on 
leather or shoemaking to customers, but he is likely 
to establish more permanent trade if he is well posted 
than if he is not. The buyer of shoes strengthens 
his worth to his concern or himself in ratio to his 
knowledge of values. The salesman, especially in 
the up-to-date city emporium or department, cannot 
know too much about shoe materials or construction, 
matching of colors, styles, market conditions and 
everything pertaining to footwear. 

It is not enough for the manager or buyer to be 
rated as a good shoe man. His store is likely to be as 
potent as his staff and it should be a part of the system 
that the best use will be made of the information 
reaching him from his trade paper or other sources, 
not reckoning his success solely from the amount of 
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frequency of turnovers. This is a time to build well 
for the future, to know quality, and study efficiency 
of methods. This condition of course exists with 
many, but there is wide room for its extension in 
many parts of the country. 


Making Full Use of It 


N regard to making use of the “Recorder” in the 
best way, and in all kinds of ways, a Mid-Western 
merchant writes: “I not only have all the salesforce 
read the ‘Recorder,’ but I allow the public to read a 
good bit of it, upon occasion, in the front window. 
“That is to say, I put the whole magazine in the 
window on a slanting shoe fixture, open to the page 
I want them to see, and with an article or a paragraph 
or a single sentence marked with a blue pencil, with 
a blue pencil arrow pointing to it. Many items of 
information on shoe prices, shoe styles, etc., I have 
thus displayed and they never failed to get a reading 
from many interested lookers. 

“Sometimes some shoe manufacturer that we buy 
from prints an extra interesting ad in the ‘Recorder,’ 
and I show that, with a blue penciled note in the 
margin of the page to the effect that “This is one of 
the firms we buy from,’ or ‘We have these shoes in 
stock’ or something of that kind. On two occasions 
I was able to show the identical shoes in the window, 
and they moved fast and cleaned up quick. 
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‘People like to read something in a store window, 
especially if it seems to be a matter of authority, 
from a disinterested third-party source. The casual 
reader may not be familiar with the ‘Recorder,’ not 
being a shoeman himself, but he knows instinctively 
without anybody telling him that a magazine of such 
size and scope certainly cannot be published merely 
and solely for the purpose of helping me to sell my 
shoes and that it must be speaking generally and 
broadly in what it says, and setting forth broad and 
general truths about the shoe trade. 

“A publication on which there is as much pains 
taken for fine appearance as there has been on the 
‘Recorder’ during the past few years is sure to make 
a good impression. It has not been a case of ‘Beauty 
without brains,’ either, but a combination of handsome 
and distinguished appearance and solid merit in 
quality. The advertisers themselves seem to have 
joined the movement very creditably and the combined 
result is a great improvement. The ‘Recorder’ 
keeps leading and showing us the way, which is the 
chief reason why I have been a subscriber for twenty- 
four years.” . 

Certainly no better argument could be made than 
this statement of experience, for USING the “Re- 
corder” in every possible way. It is in accord with 
what we have always urged: Read it and pass it along; 
have the store force read it; let the public read it, if 
something appears which ought to go to the public! 





Read the ‘‘Recorder’’ and pass it around your 
store, so that your salespeople, as well as your 
store managers, may read our better mer- 
chandising articles. 

“Fashion Footwear’’ noted at the Boston Na- 
tional Shoe Retailers’ Association Convention 
will be shown. 

Therefore, fill out blank herewith and pass the 
“Recorder” around your store. This method of 
“round-table discussion” of our authentic and 
expert information will benefit you and your 
co-workers. 





Read the “Recorder’’ 





and Pass It Along 
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DEATH OF WALLACE ROBINSON 


Philanthropist and Founder of United Shoe 
Machinery Company 
Wallace F. Robinson, one of the founders of the 
United Shoe Machinery Company, passed away at 
his home at 296 Common- 
wealth Avenue, February 16, 
after a short illness. He was 
7 years old. 

Mr. Robinson was born 
December 22, 1832, at South 
Reading, Vermont. He was 
educated in South Reading 
and while still very young 
entered the employ of the 
John P. Squire Company 
in Boston. Three years 
later he started in the meat 
packing business for him- 
self on South Market Street, 
remaining in this business 
for 41 years, finally con- 

WALLACE ROBINSON 

Company. 

In 1885 he became engaged in the ay ere of 
machinery and later was one of the organizers of 
the United Shoe Machinery Company. He retired 
from active business about twenty years ago, although 
he still retained the office of first vice-president of 
the company. 

A Public Spirited Man 


Mr. Robinson was a philanthropist and gave several 
large gifts to many institutions in the vicinity of 
Boston, among them being a donation for the erec- 
tion and maintenance of Robinson Hall, one of the 
finest buildings at Dartmouth College. 

In loving memory of his wife, Mr. Robinson 
donated $300,000 for the erection of the Robinson 
Memorial Hospital to the Massachusetts Homeo- 
pathic Hospital, which was completed in 1915. In 
addition he gave the town hall to South Reading, 
Vermont. 

He was married in 1854, and had two sons, Fred 
Wallace, now deceased, and Harry Ezra Robinson. 
His wife died in 1910. 


solidating with the Armour 


President of Produce Exchange 


Mr. Robinson was president of the old produce 
exchange when it consolidated with the Boston 
Chamber of Commerce in 1886. In 1895 he was 
chosen president of the Chamber of Commerce, hold- 
ing that office until 1900. At the conclusion of his 
term he was given a banquet in appreciation of his 
services as president. 

He was one of the organizers of the Chicago Stock 
Exchange, a charter member of the Algonquin Club, 
and a member of the Eastern Yacht Club and 
Country Club of Brookline He was also one of the 
oldest members of the Ancient and Honorable 
Artillery Co., and the last surviving member of the 
Atlantic Conference, an organization formerly hold- 
ing weekly meetings at the Exchange Club. He was 
a member of the De Molay Commandery, andthe 
Zetelend Lodge, A. F. & A. M. 

His business associations included: Director of 
the First National Bank, Boston; a trustee of the 
Massachusetts Homeopathic Hospital and the North 
End Savings Bank, and a vice-president and director 
of both the United Shoe Machinery Company and 
Corporation. 


AT MILWAUKEE 
Ahrens & Vahl Open New Store February 20 


Ahrens & Vahl opened their new store on Friday, 
February 20, at 583 Mitchell Street, Milwaukee, 
Wisconsin. Their first day was designated as 
“courtesy day.” 

The announcement was made in the form of an 
attractive gilt edged card. 


BID DATES CHANGED 
Regarding 350,000 Pairs of Army Service Shoes 


Officials of the War Department have again 
changed their minds in connection with the open- 
ing of bids for 350,000 pairs of Army service shoes, 
schedule 412-2-9. As the matter now stands bids 
will be opened on February 26 for 50,000 pairs, while 
the bids for the 300,000 pairs will be opened on 
March 9. 
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ARMY SHOE SALES 
Investigation of Under Price Shoe Co., New York 


Arthur,Williams, Federal Food Administrator for 
New York and chairman of the local Fair Price 
Committee, is determined to round up the sellers 
of so-called Army shoes who are charging an exhorbi- 
tant price for their wares. Investigation of the 
Under Price Shoe Company, of which Henry P. 
Sammett is president, conducting stores at 125 and 
172 Park Row, is said to have revealed that shoes 
which cost $4.25 were sold for $7.95. Sammett 
said that he had marked the cheap shoes at high 
prices and the better shoes at comparatively low 
prices so as to give him an average of 25 per cent 
profit. He also admitted that though the shoes were 
represented as Army shoes, in reality they were not, 
but merely Army models. 


A Warning Given 


{. Burke, shoe ‘merchant at 2 Baxter Street, told 
Mr. Williams that he bought some of the so-called 
Army shoes at $4.10 and sold them at $5. Mr. Wil- 
liams conceded that this was a‘fair profit and decided 
not to prosecute Burke, but warned him against 
misrepresenting the shoes. Mr. Williams stated that 
the Sammett case will be turned over to Ben. A. 
Mathews, assistant United States attorney. 


NATIONAL DRY GOODS MEN 


Meet in Ninth Annual Session, Hotel Pennsyl- 
vania, New York 


The ninth annual convention of the National 
Retail Dry Goods’ Association was held February 
18, 19 and 20 at the Hotel Pennsylvania, New York. 

The high cost of living, the work of fair price 
committees, the luxury and excess profits taxes 
and profit-sharing were some of the interesting topics 
discussed. 


MESSAGES FROM OVERSEAS 


Everit B. Terhune and Arthur D. Anderson 
Arrive in Europe 


The “Boot and Shoe Recorder’”’ office is in receipt 
the past week of two cablegrams from our treasurer 
and general manager, Everit B. Terhune, who in 
company with Arthur D. Anderson, editor of the 
“Boot and Shoe Recorder,” represent 40 American 
manufacturers of shoes and leather at the Lyons 
International Sample Fair, which will be held at 
Lyons, France, March 1 to 15. The first message 
read, “All well, rough weather.” The next read, 
“Arrived London. Savoy. Both well.” 

At the present time, our Messrs. Terhune and 
Anderson ‘are on the job at Lyons. 
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Easter comes April 4. Get your Easter decorations 


early. Flowers in the Springtime are among the best 
adornments for the store. 
or a vase of garden flowers gives an air of refinement 
to the store. 


A box of growing plants 








FINDINGS, EQUIPMENT AND REPAIR 
DIVISION 


In the “‘Recorder’’ of February 28—Full of 
. Ideas—Interesting—Instructive 


The Findings, Equipment and Repair 
Division will appear in the next issue of 
the “Boot and Shoe Recorder.” 4 Look 
for it! 

Therein will be found much that will 
instruct and profit you. It will bring into 
the open the profits that lurk in the 
background of your business. 

This section will endeavor to keep one 
pace ahead of what you are already doing. 
It will enable you to utilize a specialty 
in your window trim, showing just how the 
trim is built, also what to display. Further- 
more, what the successful merchants are 
doing to make their windows pay will be 
illustrated with actual photographs, and 
analyzed with graphic sketches. 

Equipment adds to store efficiency and 
appearance, findings to store profits. Do 
not allow an idea which you could harness 
to your business escape you. Read the 
‘*Recorder’s”’ Findings Division. 

If you have a repair department—enough 
said. If you have not—read the next issue 
of the Findings Division and hear how big 
profits are easily made—how it helps you 
to sell shoes. 

If you read that a certain “‘John Jones”’ 
makes a success of his findings department, 
you will be convinced. People whom you 
know will be discussed. Look for the story. 

Again—on hearing that another concern 
is making good profit on hosiery, will it 
not be more convincing to get the story 
direct, than if it came—like the regular 
“canned stuff’’—from the publicity de- 
partment of a manufacturer of hosiery? 

In other words, if the Findings Division 
is able to put before you the successful 
ideas of successful merchants— will it not 
profit you? 

Look for the Findings Division in the next 
issue of the “Boot and Shoe Recorder.”’ 
Some of the subjects will surely interest 


you. 
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The Merchant and the Government 


Taxes and Investigations Are Common, But Normal Conditions 
Will Come Again 


HESE days, shoe merchants realize that the 
Government has survived the stressful times 
and is mighty active, and alert. Ifa merchant 

makes too much of a profit, the Government charges 
him with profiteering. If he makes too little a profit, 
the sheriff, an ancient agent of the law, gets him and 
his stock. If he makes a reasonable amount of 
money, the Government collects a liberal portion of it 
under the income tax law. And if he makes more 
than a reasonable bit of 


facing, there’s only a bit of investigation of one of the 
real culprits in the case, the extravagant public. 

Miss Edith Strauss, director of women’s activities, 
high cost of living section, U. S. Department of Jus- 
tice, does a bit of investigation of the careless extrava- 
gant public. She finds such things as these: 

“A test of extravagant tendencies was made in 
Boston by a shoe man. He was offering his shoes 
at a narrow margin of profit—comparatively speak- 
ing. Sales dragged. Two 
shoe dealers on opposite 





profit, the Government 
gets about all the extra 
bit under the excess profit 
tax law. 
A Business Hope 

That taxes should be 
lowered from a war-time 
to a peace basis is the 
hope of many a business 
man. That regulations of 
the shoe trade should be 
reduced from a war-time 
to a peace-time basis is 
the hope of many a shoe 
merchant. 


cost. 


News of a Late 
Investigation 

Late news tells of the 
Federal Fair Price Com- 
mittee of Rhode Island 
providing that “‘the max- 
imum gross profit on sales 
of shoes at retail shall not 


are placed on sale. 


To Retail Shoe Dealers in 
Rhode Island 


Providence, February 11, 1920. upon. 


After this date, the maximum gross profits on 
sales of shoes at retail shall not exceed 35 per cent 
of the selling price—cash discounts not included 
provided they do not exceed 5 per cent. 

Retail dealers must not base costs of shoes 
on fuli replacement values, but may average the 
cost of shoes on hand, purchased at the lower 
prices, with the cost of shoes purchased at higher 
prices, basing the selling price on such average 


Such prices may be averaged at the time the 
higher cost shoes are ordered, which orders must 
be bona fide and necessary for the reasonable re- 
quirements of the business and accepted by the 
manufacturer, jobber or his authorized agent, 
but dealers must rigidly adhere to such average 
cost when the higher cost shoes ordered arrive and 


Federal Fair Price Committee of Rhode Island. 
Addison P. Munroe, 


sides of the street were 
selected for the experi- 
ment that was decided 
They were close 
together. One of them 
marked at $14 a pair was 
put in the show window 
of one of the stores and 
twenty marked $9 a pair 
in the show window of the 
other store. Most of the 
shoes at $14 a pair were 
sold before a single pair 
of the same shoes at $9 a 
pair had been disposed of. 

“A Kansas merchant 
- who desired to co-operate 
in our campaign to in- 
crease the buying of ne- 
cessities by making prices 
more attractive and thus 
reduce the call for luxu- 


Smetnene. ries, marked up his silk 











exceed 35 percent of the 
selling price.”’ 

Also, late news tells of Arthur Williams, federal 
food administrator of New York, justifying the 
prices charged for shoes by some New York mer- 
chants. 

Also, late news tells of activities of the Massachu- 
setts Fair Price Committee, particularly in the matter 
of prices on arctics, and of investigations of shoe 
prices in Pennsylvania, Kentucky, Indiana and 
elsewhere. 


Public Extravagance Is to Blame 


Sometimes it looks as if shoe merchants were surely 
headed for jail, not as an act of justice, but to please 
the agitators. While the shoe merchants are being 
investigated right and left, and from top lift to top 


stockings 25 per cent and 
marked down his cotton 
hose 20 per cent. In spite of this he could not meet 
the demand for silk stockings, while the cotton hosiery 
went begging.” 


The Measure of the Shoe Industry 


The United States Census Bureau is taking the 
measure of the shoe industry for 1919. Enumerators 
will soon be among the manufacturers.. The Bureau 
of Business Research of Harvard College is securing 
from a selected list of retail merchants their figures of 
costs of doing business ia 1919. Soon, we will have 
a new set of figures, showing the size of our industry 
and the costs of making and selling shoes, and then 
we will have a new and better basis for doing business. 
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Philadelphia Fair Price Activities 


Copy of Brief Presented by A. H. Geuting to Chairman Hagedorn 
at Shoe Sub-Committee Meeting, February 17 


After a very careful study of the work of Fair Price 
Commissions, and endeavor to co-operate with the 
Government to secure fair prices to the public, it has 
been found impracticable to set prices on the great 
variety of shoes that exist. : 

First, because the element of service that enters into 
the cost of retailing is a great factor, and I would say 
that a conservative estimate of the difference in costs 
of retailing in the city of Philadelphia would be approx- 
imately 15 per cent. 

There are stores in Philadelphia that virtually allow 
the customers to wait on themselves. There are stores 
in Philadelphia that are patronized by a very particu- 
lar clientele who require the constant attention of high- 
class clerks from the time they come into the store to 
the time they leave. Obviously, this adds expense, and 
merchants catering to this class of trade must have a 
mark-up on their merchandise that will cover this 
extra cost. Therefore, a store selling shoes under the 
first plan may be profiteering if it enjoyed a mark-up 
of 50 per cent on the selling price, while the latter would 
actually suffer loss on the same basis. 

Neither does it follow that the public buying shoes 
at a nominal mark-up secures the biggest money’s 
worth. The organizations that cater to the most par- 
ticular trade naturally must be the brightest and 
best merchants in the country, who have ways and 
means of constructing their merchandise and have 
a knowledge of market conditions that produce better 
shoes for the money than is to be found in the ordinary 
stores. ; 


Shoe Business Classified 


The Harvard Bureau of Business Research, which 
has been studying the shoe business scientifically 
for the past seven or eight years found it necessary to 
classify the shoe business in three classes: 


A stores handling high-grade shoes 
B a ei medium “ 7 
Cc eé “é low 77 77 


To the student, therefore, whois endeavoring to secure 
the facts it is obvious that these different classifications 
should be accepted in order to arrive at a fair-price 
definition. From this standpoint, the Philadelphia 
Shoe Retailers’ Association, as well as the National 
Shoe Retailers’ Association, would heartily co-operate 
with the Fair-Price Commission to drive out any 
unfair practices and unfair prices that may exist in 
their trade. 

No legitimate merchant asks more for his merchan- 
dise than is necessary to cover the risk that he runs and 
to make a legitimate return on his investment. To 
attempt to secure more jeopardizes the most valuable 
assets of the retailer—good will. Excess prices are 
quickly detected by the consumer in the keen competi- 
tive market such as we have in Philadelphia. 





Stores That Should Be Eliminated 


There are stores here and there throughout the coun- 
try that have no one-price system. Such stores should 
be given an opportunity to set their house in order; 
should they continue these practices, legitimate shoe 
retailers will only be too glad to see them eliminated 
from the trade. 

There are stores here and there in tae country mak- 
ing a practice of sensational advertising, misrepresent- 





ing their merchandise, both as to price, quality, kind, 
materials and wormanship. Also, as to false reasons for 
selling. This practice should be stamped out. Such 
merchants are opportunists, illegitimate, and deceptive. 
They are a scourge in the business and only thrive 
on the fair name of the legitimate merchants who are 
vastly in the majority, whose methods they copy on 
the surface, and thus lure the unsophisticated into their 
stores with false promises for the sheer purpose of 
profiteering. 


Due Consideration to Novelties 


There is another class of merchandise that must be 
given due consideration which may be classed as 
Such styles come and go 


strictly style merchandise. 























A. H. GEUTING 


over night. When they go out, the merchants are often 
glad to get rid of them at half price or less. As an ex- 
ample of this, we are today offering one thousand pairs 
of shoes that cost $8.75 per pair at $6.75. Obviously, 
this kind of style merchandise, onsaccount o1 the great 
risk ia handling it, must have a different consideration 
in the mark-up than staple shoes, which practically 
never go out of style. 


Co-operation with Fair-Price Commission 


I stand ready to offer the Fair Price Commission an 
organization of all the legitimate shoe merchants of the 
city of Philadelphia who never have profiteered, and 
who are patriotic and deeply interested in the welfare 
of our country, and fully realize the emergency of the 
present times, to help the Fair Price Commission in 
ridding the community of any illegitimate merchants 
as may be detected in the practice of deception for 
profiteering purposes, and of which they would be 
eminent judges. 
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The Status of Button Boots 


The Use of Diversified Materials and Patterns as a Suggestion for 
Economy and Business Stimulation 


button boots constituted the main part of 

the retail shoe merchant’s business in women’s 
shoes. When the well-dressed woman would no more 
consider lace shoes than she would consider wearing 
skirts that hesitated halfway between her ankles 
and her knees. 


"TP inti have been times in years past when 


Short Skirts Add to Popularity of Low Boots 


When skirts became shorter the shoe men of the 
country demonstrated that they are good business 
men. They endeavored to “cover” the shortage with 
higher top shoes. 

As the height of shoes increased from 64% inches to 
71% inches then to 814 inches and on up to 9 and 10 
inches, buctons became impractical because un- 
fortunately for the shoe designers all women are not 
built on the same pattern. Two women having 
exactly the same foot measurement may have entirely 
different ankle and calf measurements. 

Lace boots, consequently, became more popular 
since they were more readily adjusted at the ankle 
and top, in the high cut models that have prevailed 
during the past several seasons. 


Always Limited Place for Buttons 


While lace models have constituted a great big 
percentage of sales there has always been a place for a 
limited number of pairs of button boots in every shoe 
stock. 

Many high grade stores, especially in the larger 
cities, have always featured a few snappy, progres- 
sive, button patterns for the ultra dressers, as well as 
a few models for the women of more conservative 
taste. 


Women Want Something New 


Women of taste are ever inclined to want a change 
in style, to seek something different and distinctive. 

Sometimes the shape of lasts appeals strongest; 
sometimes a particular shade or color becomes 
popular. Ofttimes a particular leather or fabric has 
the call, or it may be the shape of the toe, or the heel 
that becomes the dominating factor. In all events 
there is unsually a something—a particular idea that 
largely regulates shoe fashion. 

When the shoe travelers started out last Spring to 
gather in orders for Fall shipments, button boots 
constituted a goodly proportion of their samples. 


Button Boots Gaining Ground 


There seemed to be a general feeling among shoe 
manufacturers, especially those making the higher 
grade in women’s footwear, that button boots would 
be more popular for Fall and Winter of 1919 than for 
many seasons past. 

The designers in the factories vied with each other 
in creating new and distinctive patterns and color 
combinations in button boots. Many traveling men 
laid particular stress on the beauty and striking 
outlines of these button patterns and used it as a 
leverage to pry additional orders from the buyers. 

Merchants who had not had a snappy, dressy 
button boot in the house for some years bought a few 
button patterns. 

Generally speaking, the buyers did not go wild over 
button boots. Few bought over ten per cent buttons, 
but some of the more daring buyers went stronger— 
25, 30 or even 40 per cent. 

Some buyers bought buttons on practically every 
shape last on which they bought lace, English Baby- 
Louis and the regular 2-inch and 24-inch Louis. 
Some bought them in all leather, in solid colors and in 
combinations. Here is where a lot of buyers ap- 
parently went strong. They jumped to the con- 
clusion that the heavier leathers and lower heels 
would fit as well and sell as well in button as in lace, 
but such was not to be the case. 


Button Patterns Best With High Heels 


There is something about the high arch and high 
heel of the prevailing last that contributes to the fit- 
ting qualities of button pattern. 

Merchants who confined their purchases largely to 
2 inch and 21% inch Louis heels, in snappy “‘character”’ 
patterns, in patents, black kid, and the wanted colors, 
and bought them in the better grade so as to assure 
correct measurement are generally cleaning up in 
good shape. 

These merchants have looked upon button boots 
as in a class by themselves. They have considered 
them as sort of “super semi-dress” footwear. They 
have merchandised them largely to women who want 
something out of the ordinary for dressy afternoon 
wear. 

To prevent the necessity of resetting buttons, many 
good merchants have had button boots shipped with 
only six or eight buttons sewed on, the extra buttons 
being put in an envelope and placed in the carton. 
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These buttons are sewed on when the fitting is made 
and the sale complete. 


The Line of Least Resistance 


One of the big difficulties met with in most stores 
is to get the salesman interested in selling button 
boots. It takes more time to fit them and hence the 
lerks just naturally avoid them and show lace boots. 
't is natural to follow the line of least resistance. 


In some stores the inclination to show and push lace 


shoes has been overcome by placing a small P.M. on, 


button boots or offering a prize each week to the 
salesman selling the most pairs of button boots. 

As a matter of fact, the success of merchandising 
button boots or any other article of merchandise 
depends absolutely upon the extent to which the sales 
force is “‘sold” on the idea. When the boss is in close 
‘ouch with the sales force, when a spirit of confidence 
ind good fellowship exists between the management 
and the sales force, it becomes easy to “‘sell’’ the idea 
of button boots to the men on the floor, and they 
in turn to sell it to the public. 

There is a wide diversion of opinion about button 
boots for the Fall of 1920. 

Among many merchants and manufacturers there 
seems to be a feeling that a change of style, more or 
less radical, is coming. 

Whether it will be a swing toward buttons or a 
modification of lasts remains to be seen. Two things 
are fairly certain. 

First, the 214-inch or 234-inch vamp on the so- 
called French or old stage last will not be “IT.” 
While this type is selling to some extent in certain 
stores, there is little indication that it will progress 
very far. 

Second, so long as the present heights of boots 
remain in vogue lace boots are sure to maintain 
popular favor. In the adaptability to fit various sizes 
of ankles, there is an argument in favor of lace boots 
that cannot be well overcome. 


Opinions of Big Buyers 


Here is the present experience of a lot of big, brainy 
shoe buyers and what they think about button boots 
for the future: 


F. E. Foster & Company, Chicago 


There is little if any demand for button boots 
outside. of those customers whom we have always 
fitted with them. Apart from the extra cost, it seems 
to us that there is less character to the button boot 
then to the lace boot. Furthermore, the use of spats 
in conjunction with the Foster Winter Oxford has been 
so great that a woman would add but little variety to 
her wardrobe by wearing button boots. 
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From B. Katschinski, Philadelphia Shoe Co. 


There is a small increased demand for button boots, 
now about 10 per cent of high shoe sales. 


Omaha Store Selling Women’s High Grade 
Shoes 


We no doubt bought more buttons than the average 
shoe dealers, especially in our higher grade lines. Our 
total of button boots for Fall averaged about 40 per 
cent. 

We have found the demand for button shoes very 
satisfactory so far, but the greatest drawback is, 
the;salesmen do not like to fit button boots. It is 
so much easier to sell lace boots and perfectly natural 








Fall Model, 314-Inch Patent Vamp— 
6%-Inch Aluminum Cloth Top, 2%- 
Inch Heel. 
















for the salesmen to show the kind of merchandise 
that can be sold with the least effort. 

In order to induce the salesmen to sell button shoes 
we are giving a prize of $3 per week to the clerk 
selling the greatest number of pairs; $2 for second 
prize; and $1 for third. This method is proving very 
satisfactory and from all indications practically every 
pair of button shoes we have bought will be sold 
this season. 

There is a decided demand for button shoes and 
the well dressed woman seems to demand them, but 
as explained in the preceding paragraph, it is difficult 
to have the salesmen push button boots in preference 
to lace. 









Krupp & Tuffly, Houston 


We think that the women are in a very receptive 
mood for something new. We find that there is just a 
little increased demand for button shoes, but I do not 
think button boots would satisfy the craving for 
change in style. Most women prefer lace boots. 







Prominent Cleveland Shoe Store, Cleveland, 
Ohio 
Wenoteaslightlyincreased demand for button shoes. 
I believe that button shoes would largely supply the 
demand for style changes. 









A. E. Pitts Shoe Company, Columbus 
We do not find an increased demand for button 
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7-Inch Chippendale Cloth Top, 3- 
Inch Heel. 





















boots. We are obliged to push the ones we now have 
in stock. 

Up to the present time we have not experienced a 
craving for change of styles by customers. Button 
boots are not popular. It rather seems to me the 
craving for change of styles comes from a few manu- 
facturers and retailers, not the buying public. 










Chisholm Boot Shops, Cleveland 


There has not been a material demand for button 
boots in our stores. It is true that we have sold a 
considerable quantity of them. However, I think it 
was due more to the showing of button boots than 
the demand for them. 
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Sommer & Kaufmann, San Francisco 
We have found quite a good sale for button shoes 
this past season. 
Harris-Emery Company, Des Moines 


Button boots comprise ten per cent of total sales, 
but are not as active as we anticipated. 


Volk Bros. Company, Dallas 


We do not believe that button boots will cut much 
figure until skirts are lengthened, and then they will 
be exceedingly good—just now we find it necessary to 
push them a little. 


Caspari & Virmond Company, Milwaukee 

We find a decided increased demand for button 
shoes. We tell our customers button boots are ultra 
fashionable for semi-dress. 
F. & R. Lazarus Company, Columbus 
We find an increased demand for button boots. 


The Fontius Shoe Company, Denver 


We do not in the least feel the growing tendency for 
button boots. 


The Potter Shoe Company, Cincinnati 


We do not find any increased demand for button 
boots. While we have on display a limited number of 
styles, there is very little call for them. 


From Alfred J. Ruby 

Button boots are very good in exclusive styles, on 
lasts in high grade footwear, built with Louis heels and 
all wrong in Russia calf and low heels. 


One of the Large Stores, Minneapolis 


We do not find an increased demand for button 
boots. 


Drexel Shoe Company, Omaha 


There is an increased demand for button boots, 
but mostly for dress wear. By pushing the sale of 
button boots, I am quite positive we would be able 
to satisfy the craving for a change in style. 


Prominent Detroit Shoe Store 
At the present time button shoes are about twenty 
per cent of our sales and I believe for the Fall of 1920 
they will be much stronger. . 


Description of Models 


The two new Fall button models presented are made 
with 61% to 7-inch tops, 214 to 3-inch heels, allowing a 
narrow margin of silk hosiery to show between top of 
shoe and short skirt. They are 4B models and are 
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carefully built, according to correct measurements of 
ankle, ball and calf. They carry a 34-inch vamp of 
patent with cloth top, thus affording, with other Fall 
models, a diversity of materials and patterns which 
wil] make for economy and also put life into the shoe 
business. 





C. A. T. S. S. Style Show 


And Kansas Shoe Retailers’ Association Conven- 
tion, March 15, 16, 17 


The Central Association of Traveling Shoe Sales- 
men will put on one of the largest style shows of shoes 
held in the United States, according to the present 
plans of the association. This will be staged at the 
Hotel Baltimore, Kansas City, March 15, 16 and 17, 
in connection with the convention of the Kansas Shoe 
Retailers’ Association. 

Some sixty shoe manufacturers, as well as leather 
and assessory companies, have made reservations for 
space. 

Dow C. Phelps, president of the C. A. T. S. S., 
E. O. Graham, secretary and treasurer, H. H. Kim- 
ball and F. L. Wells, have been devoting considerable 
attention to promoting the style show. Almost two 
entire floors at the Hotel Baltimore have been en- 
gaged for the three-day exhibit, and according to Mr. 
Kimball’s space blue print, he is contemplating asking 
the hotel for a portion of the third floor. 

The association at a recent meeting named its 
committees for the handling of the style show, and the 
regular committees for the year. They are: Dow C. 
Phelps, president; E. O. Graham, secretary and 
treasurer. 

Exhibit Committee—F. L. Wells, chairman; 
K. L. Barton, Jr., H. H. Kimball, S. E. Endress and 
W. H. Morris. 


Educational Committee—Charles W. Emerich, 
J. Finley Clayton and Edwin F. McCabe. 

Membership Committee—F. L. Wells, W. E. Hiatt 
and Harry Fudge. 

Welfare Committee—A. M. Coulter, W. W. Wolf 
and A. M. Richardson. 

Aside from making one of the most complete dis- 
plays of shoes, leathers and findings, there will be 
many special entertainment features upon the pro- 
gram, including one or two banquets. It is expected 
that the attendance at the style show and the conven- 
tion will be well up in the thousands. 

Attractive stickers are being made, advertising the 
show, and the C. A. T. S. S. will get out a special 
program of the event, naming the exhibits and the 
exhibitors, which will be in the form of a souvenir. 

Reservations for space can be made at the associa- 
tion’s headquarters in Suite C, Massachusetts Build- 
ing, Kansas City, Mo. 
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Auburn, N. Y., Merchants 


Form Retail Association with 100 Per Cent 
Membership 


The Auburn Retail Shoe Dealers’ Association, 
with almost a 100 per cent membership, was or- 
ganized February 5, by officials of the newly- 
formed Syracuse Retail Shoe Dealers’ Association. 
The new organization was welcomed by local mer- 
chants and undoubtedly will have not only their 
support, but the backing of the big shoe factories in 
the city. It is the first of its kind ever attempted here, 
and the effort found the dealers well prepared to unite. 


Twenty-Six Merchants Present 


The organization session was.held at the rooms of 
the Chamber of Commerce; the meeting was largely 
the result of guidance of shoe men here, who are 
members of the Chamber. Twenty-six local mer- 
chants, representing practically every store in the 
city, were present at the supper and first meeting. 
L. W. Wight of the R. H. Long Shoe Company was 
elected president of the new association; William Pat- 
terson of Knox & Knox, secretary; E. H. Moss of 
Van Dusenberg’s vice-president; F. H. Fuller of the 
Walk-Over Shop, treasurer. A constitution and by- 
laws will be drawn up shortly. 

President E. N. Parks of the State Retail Shoe 
Dealers’ Association, and President A. B. McCormick, 
president of the Syracuse organization, were the 
leaders in the organization meeting. The Syracuse 
club sent up a strong delegation, including Secretary 
E. M. Beesley, F. Shafer, F. Mitchell, Thomas Fair- 
bourne and George Murphit. 





New Footwear Material 


United States Government Cartridge Cloth 
of Dull-Finished Silk 


The United States Government cartridge cloth is 
now being shown to style designers, manufacturers 
and merchants. They are ordering heavily for im- 
mediate delivery, because of the exceptional . style 
quality—and the textile integrity of the cloth. 

The quantity, supplied by the United States 
Government and now being converted and sold (by 
Government arrangement) only by the Bush-Mc- 
Lane Syndicate, Bush Terminal Building, New York 
City, is sufficient to place this fabric on a national 
consumer basis for this and several more seasons. 


Every Fibre Pure Silk 


This is the only dull-finished silk cloth ever woven 
and offered for costumes—suits, wraps, footwear 
and men’s wear. It is approximately one yard wide 
and is sold in many weights, textures and every popu- 
lar color. One of its characteristics is its extreme 
durability. 
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Henry B. Endicott 





Prominent Figure in Development of Shoe Industry Passes Away— 
Mourned by Men in all Ranks of Life for His Tireless 


HE great respect in which one of the shoe 
trade’s most prominent leaders was held 
was attested by the universal expres- 

sion of sympathy from all quarters. He was 
regarded as a loyal friend of the State and the 
nation, of the capitalists and of the working man. 
There was no rank in which his wonderful per- 
sonality was not felt in time of need. His leader- 
ship has done much for the permanent establish- 
ment of confidence in the minds of the people 
in American business. His name and example 
will stand for generations as one of the developers 
of the shoe industry in this country, and his 
place in our trade association and circles will 
be difficult to fill. 


Nearly Thirty Years a Manufacturer 
Mr. Endicott’s entrance into shoe manufactur- 
ing business in the early ’90’s was at the time 
just preceding the unparalleled development of 
this industry in the United States. He possessed 
a capital of $2,900 when he started in the leather 
business. On a business trip to Binghamton, 
N. Y., he called on the Lester Bros. Shoe Company. 
He became interested in this concern, was made 
its treasurer and took over the official manage- 
ment of what then became the Lestershire Man- 
ufacturing Company. They did a business the 
first year of about $600,000. He then took 
George F. Johnson ‘in as superintendent and 

manager, who afterward became his partner. 


Son Trained to Continue Interests 
Mr. Endicott was 66 years old. He was twice 
married. His second wife survives him as well 
as a son by his first marriage, Wendell Endicott, 
who has devoted much time to acquiring a 
knowledge of and handling his father’s vast 
business interests. 


Tribute from New England Shoe and Leather 
Association 


President Thayer stated in part: 

“It is with profound sorrow that we announce 
the death at the Brooks Hospital, Brookline, 
Mass., from the effects of an operation, of Mr. 
Henry B. Endicott, head of the Endicott-Johnson 
Corporation, and in many respects the foremost 
shoe manufacturer in the United States. 


Service to the Public as a Whole 





“The passing of Mr. Endicott means an ir- 
retrievable loss to American industry and to 
humanity, for few men in our trade combined 
in such marked degree the elements of business 
success and philanthropy.’ The loss to our own 
association is recognized as a distinct and serious 
one.” 

Secretary Anderson stated: “I doubt if there 
ever was in our American shoe industry a man 
who was more highly respected or more sincerely 
beloved than Henry B. Endicott. The announce- 
ment of his sudden departure from life’s activities 
has been a great shock to all of us. It is a distinct 
public loss, almost a public calamity. 

“Mr. Endicott, by reason of his phenomenal 
success as a shoe manufacturer, due to his spirit 
of enterprise, his foresight and his indomitable 
courage, has for many years been the outstand- 
ing figure in this great industry. 

‘Personally Mr. Endicott wes one of the most 
genial, approachable and thoroughly demo- 
cratic business men of the many hundreds it has 
been my privilege to know. He was one of the 
most accessible of our great captains of industry, 
and many an incident might be related of the 
timely helping hand he has extended to those 
in need. Even those who enjoyed his acquaintance 
in a most casual way could not help feeling that 
friendly family atmosphere which is so typical 
of the great industrial plant of which Mr. Endi- 
cott was the head. His personal attitude toward 
his thousands of employes and the many practical 
and humanitarian things he did for their welfare 
will perhaps be his best and most enduring 
monument. That his influence along these lines 
must inevitably affect the entire future rela- 
tionship between shoe manufacturers and their 
workers is not for a moment to be doubted. 


“Indeed it is difficult to determine in which 
respect Mr. Endicott’s beneficent influence will 
be the most lasting—his friendly and helpful 
policy toward his employes, his remarkable suc- 
cess as a manufacturer, or his notable and con- 
structive activities during the war period in for- 
warding the conservation movement and in 
helping to reconcile the conflicting interests of 
labor and capital.” 






































BOOT AND SHOE RECORDER 


Feb. 21, 1920 





Retail Association News 


Pennsylvania Shoe Retailers’ Asso- 
ciation 
Sixth Annual Convention, Penn Harris Hotel, 
Harrisburg, March 8-9 


HE Pennsylvania Shoe Retailers’ Association 
occupies a most favorable position in the 
N. S. R. A. and expects to have fully 600 
shoemen present at the big convention to be held 
at the Penn Harris Hotel, Harrisburg, March 8-9. 
The Convention Committee has presented excep- 
tionally encouraging reports; already more than 300 
reservations have been received. Every display booth 
in the entire hotel is sold. 
Retail shoe merchants are cordially invited to be 
present and should send their order for room reserva- 


CAL. J. MENSCH, President 


tions to J. A. Crawford, care of Rodney’s Shoe Store, 
Third Street, Harrisburg. 


Subjects for Discussion 


The subjects for discussion are as follows: 

Fair Price Commission, Shoe Sense, Changing 
Conditions in the Shoe Business, Records and Their 
Use, Profit-sharing, Store Organization Meetings, 
Increasing the Turn-Over, 100% Windows, Value of 
Retail Advertising, Store Service, Handling Claims 
and Allowances, Closing Out the Last Ten Pairs, 
Shoe Stocks for 1920, Style Trend (Present and 
Future), Employes (The Commission Method of 
Compensating Sales People), Getting Business 
Under Extraordinarily Bad Conditions. 











Every subject will be handled by merchants who 
are thoroughly familiar with their subject. Practically 
all of Tuesday, March 9, will be open Forum, or 
Round Table Talk. 

The principal speakers who will address the 
convention are: 

Governor William C. Sproul, Congressman A. S. 
Kreider, Mayor George H. Hoverter, Fair Price 
Commissioner Frank B. McClain, A. C. McGowin, 
Pres. Emeritus, N. S. R. A.; A. H. Geuting, Ex- 
President, N. S. R. A.; Ernest A. Burril, Boston, 
Mass.; R. E. Cahill, Harrisburg, Pa. 

A regular schedule has been arranged for visits 
to the exhibitors’ booths. 

The banquet on Monday evening, March 8, will 
be informal. On Tuesday evening, March 9, the 
surprise party. 

Officers and Convention Committee 

C. J. Mensch, president, Pittsburgh, Pa.; C. O. 
Hoffman, treasurer, West Chester, Pa.; Geo. M. 
Garman, secretary, Philadelphia, Pa.; Albert Forster, 
first vice-president, Philadelphia, Pa.; Harry I. 
Boyd, second vice-president, Lancaster, Pa. 

Conrention Committee: Harry I. Boyd, chairman; 
C. O. Hoffman, secretary and treasurer Sig. S. 
Schweriner, chairman, membership; H. 8. Parth- 
more, chairman, registracion; Ben Shaub, chairman, 
displays; Lee Reineberg, chairman, badges; Al. 
Schmidt, chairman, publicity; J. A. Crawford, chair- 
man, hotel reservations. 


MISSOURI CONVENTION 


Of Retail Shoe Merchants a Success from Every 
Angle 

Any merchant who attended the State conven- 
tion of the Missouri Shoe Retailers’ Association, 
held February 10, 11 and 12 at St. Louis, and 
did not obtain ideas on merchandising plans worth 
many times the cost, time and money incurred 
in attending the convention has only himself to blame. 

From start to finish the convention’ was full of 
“pep” and “go.”” The program was so arranged that 
it covered topics of National interest and yet was not 
lacking on the discussion of the internal store problems 
of vital interest to every retailer of shoes. 


Chain Store Discussion 


The Missouri merchants hit upon a topic ‘in their 
program which had little attention heretofore at the 
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hands of State conventions and yet one that is of vital 
importance to the average merchant. ‘Shall shoe re- 
tailers patronize shoe manufacturers who conduct 
their own chain. stores)” In presenting this topic, a 
distinction was made between the factory-owned 
stores, where all the merchandise and the lease is 
owned by the factories and the manager works on a 
salary or similar basis, and the store which is owned 
altogether or to a great extent by the manager, but is 
conducted under the trade name of some manu- 
facturer. 

The convention proceedings were brought to a 
close on Thursday night, February 12, by a banquet 
at which Walter Huette, a St. Louis shoe merchant, 
presided in a happy way as toastmaster. At the close 
of the banquet the room was cleared of tables and the 
remainder of the evening was spent in dancing. 

Owing to the fact that a movement is on foot to 
combine several States for convention purposes in 

: 1921, the date and place for holding the next annual 
' convention was left in hands of the Board of Directors. 


RESOLUTIONS 


Adopted by Missouri State Association—Repeal 

of Excess Profit Tax 
1. Resolved that the Missouri Retail Shoe Dealers’ 
Association in annual convention assembled recom- 
mend to the Congress of the United States, following 
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Banquet of Missouri Shoe Retailers’ Association, Held at Ball Room of Hotel Statler, St. Louis, Thursday Evening, 
February 12. 


the recommendations of two secretaries of the treas- 
ury, and the Federal Trade Commission, the repeal 
of that part of the federal income tax law concerning 
the excess profit section, as tending to materially in- 
crease the cost of living to the Republic, without a 
commensurate return to the Government in the form 
of revenue. 


Profiteering 


2. We believe that the public mind, as to the 
profits of our business, is now undergoing a change, 
to the effect that we are getting only a legitimate 
profit. We also take this time to earnestly and em- 
phatically assert that we are not now, nor ever have 
been, profiteers. 


Change in Method of Electing N. S. R. A. Officers 


3. The Retail Shoe Dealers of Missouri in conven- 
tion assembled do express themselves as being dis- 
satisfied with the present mode of electing the execu- 
tive officers of the National Shoe Retailers’ Associa- 
tion. Therefore, be it resolved that this convention 
does suggest and hereby ask that article four, section 
one, be amended as follows: the words “to be elected 
by the Board of Directors from their number’’ be 
stricken out and the words inserted “‘Shall be elected 
by the majority vote of the accredited members 
present.”’ 
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Send Annual Statements to Harvard 


4. We recommend that every retail shoe dealer 
of Missouri send his annual statement to the Harvard 
Business Research Bureau. Their reports of your 
business are strictly confidential. They in return for 
this statement will mail you a full report of your 
business. 

Good Roads for Missouri 

5. To the Retail Shoe-Dealers’ Association of 
Missouri: Your Committee on Resolutions to whom 
was referred the voting of bonds to the amount of 
sixty million dollars for good roads, recommends that 
we use our best efforts in favor of the proposition. 


Thanks 


6, Resolved that we express our appreciation of 
the hospitality of the city of St. Louis and especially 
to Arthur E. Ebbs, chairman of the Local Entertain- 
ment Committee, which was a decided success and in 
accordance with the reputation of the Show-me State. 


Rubber Price Lists 


7. Resolved that the Missouri State Retailers’ 
Association endorse the recommendations of the 
National Association at Boston in recommending 
that new price lists on rubber footwear be promul- 


gated March 1, instead of January 1, and further 
recommend that no member of this association place 
any orders for Fall delivery before March 1. 


Joint State Conventions 


8. WHEREAS: State Retail Shoe Merchants 
have multiplied, and whereas the National Shoe Re- 
tailers’ Associations have grown in strength and 
larger numbers have attended the National gather- 
ings; and further, that the expense to manufacturers 
for these gatherings has grown to a great extent, we 
believe that there is danger that interest in separate 
State conventions may decrease. Therefore be it 

Resolved: That this, the Missouri Shoe Dealers’ 
Association, endorse a plan contemplating a joint 
convention of four States: Missouri, Kansas, lowa 
and Nebraska; or, if this cannot be accomplished, 
that a joint convention of two or three States be 
brought about if possible. The convention to take 
the place of the Annual State Convention. It is 
intended that each State organization shall remain 
intact, to attend to such individual State business as 
may from time to time be necessary or advisable. 

9. Resolved that a committee of 
appointed by the president to confer with similar 
committees from the other States to perfect such a 
convention organization. 


Officers Elected 


President, C. E. Williams, St. Louis; vice-presi- 
dent, C.B. Miller, Columbia; vice-president, N. Rosen- 


' Feb. 21, 1920 


berg, Joplin; vice-president, J. V. Byrn, Kansas 
City; secretary-treasurer, William Graham, Jr., St. 
Louis. 

Directors to fill the place of those expiring 1920: 
Robert Wagstaff, Springfield; Mr. Wilkins, Mexico; 
and Brooks Wigley, Chillicothe. 


New York State Merchants 
Meet at Onondaga Hotel, Syracuse, July 13, 14 


The State Convention of the Retail Shoe Mer- 
chants of New York will be held at the Onondaga 
Hotel, July 13 and 14. 

The members of the Syracuse Retail Shoe Dealers’ 
Association, which is now a thriving one, have thrown 
themselves wholeheartedly behind the convention 
project of the New York Retail Shoe Dealers’ Asso- 
ciation, and neither Presidents Park nor McCormick 
have anything to complain of in lack of co-operation. 

‘President McCormick has announced the following 
committees to have charge of the convention details: 

Finance—E. N. Park, A. B. McCormick and 
W. Lynch; Entertainment—Thomas Fairbourne, 
E. M. Beesley and Frank Shafer; Style Show 
George Murphit, F. Poehlman and Fred Nichols; 
Reception—John Larkin, Thomas Ryan, T. Cox and 
George Dwindel; Hotel—J. E. McElwee, chairman. 

These are the five big committees to have general 
charge of the convention plans and it is likely that 
others will be appointed to execute the detailed plans. 
Chairman McElwee will shortly announce the mem- 
bers of the Hotel Committee, which is generally in 
charge of the convention. 


100 Per Cent Sentiment 


Between now and the convention opening, local 
shoe men are preparing to get 100 per cent sentiment 
behind the plans, among all the shoe men in this part 
of the State. To tha: end, organizations are proposed 
in every city in Central New York. Auburn was the 
first move in this general organization scheme, which 
is being directed by State Association President E. N. 
Park. 

Similar organizations, all to be affiliated with the 
State body, will be formed shortly. Among the cities 
which Syracuse boosters will visit to get into organi- 
zation line are: Cortland, Oneida, Oswego and Ful- 
ton. There is a possibility that efforts will be ex- 
tended to Utica. 

A Complete Job 


Nothing will be left undone to make the convention 
one long to be remembered by the visting delegates. 
Hotel accommodations will be arranged for in ad- 
vance, and genuine entertainment will be provided the 
delegates. Officials are starting early, that the job 
may be thoroughly done. 
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SEEN IN ADVANCE 


Shoe Fashions Revealed at the Boston Convention 
of the N.S.R.A.on Living Models and at Booths 


Medium Round Toe 
Oxford in Dark Tan 
Leather 


Brogue Boot of 
Russia Leather 


Dark Tan Brogue 


Six Eyelet Tan fudend 
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A January Selection of 1920 Styles 


National Convention Occasion 
for First Presentation of New 
Style Developments 
Combination Pump in ; Novelty Style in Dark 
Patent and Black Buck Tan Leather 


Women’s Tan and White 
Buck Oxford 


Brown Buck Strap Square Toe Tan 
Pump Leather Oxford © 
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As Seen by Merchants Study- 
ing Style at Boston's Great 
Convention 


All White Kid Patent Welt 
Pump Pump 
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Five Eyelet Tan 
Oxford 


Black Satin Strap Gray Buck Pump—Rhine- 
stone Buckle 
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Price Fixing and Price Investigation 


The Opportunity of Setting the Public Aright on the Most Important 
Subject, ‘“‘Footwear Bills’’ 


HE publicity carried in the columns of the 
daily press on the prices of shoes and the ac- 
companying charges of profiteering on the 

part of retail shoe merchants have caused great con- 
cern in many quarters. 

Two years or so. ago, some of the departments at 
Washington started an investigation of the methods 
pursued by the big packing interests of the country. 
Naturally, the hide part of the business came in for 
consideration and with it the tanning industry, so 
far as it was controlled by subsidiary firms of the 
packers. This, of course, went on down the line to the 
shoe manufacturer and retail shoe merchant. 

Leather is made from hides and skins, and shoes are 
made from leather, and so the connection with the 
retail merchant. In other words, the retail shoe busi- 
ness is the tail of the kite and when the kite is dragged: 
in the mud, some of the slime is apt to get on to the 
tail. 

Then came the Government investigation of the 
high cost of living. Foodstuffs and shoes had had 
special consideration at the hands of the Federal 
Trade Commission and, consequently, were the chief 
topics taken up in these investigations. Here, again, 


shoe merchants came in for an undue lot of unwel- 
come publicity and advertising. 


Often Confound Mark-Up with Profit 


In most of these investigations the great big mis- 
take has come about through confounding mark-up 
with profit. 

Whenever these investigators have gone into the 
problem deep enough to determine between mark-up 
and profit, the shoe merchant has, almost invariably, 
come out with a clean bill of health. 

Now, another wave of investigation is sweeping the 
country. The appointment of fair-price commissions 
in States and subdivisions of States is causing consider- 
able concern among shoe merchants in different 
localities. Fortunately, a retail shoe merchant is in- 
cluded in the personnel of these committees. 

It becomes imperative that a good merchant be 
selected in each community to work on these com- 
mittees. It has been suggested by several good sub- 
stantial thinkers among shoe merchants that a con- 
crete plan be worked out which can be used in every 
community and by every committee dealing with 
price fixing and price investigation of commodities. 


New York Profit Investigation 


Results in a Complete Exoneration of Shoe Trade 


NVESTIGATION into the profit made by a cer- 
I tain New York shoe retail merchant, upon com- 
plaint of a customer, has resulted in absolving the 
merchant of the charge and a freeing of the trade, both 
manufacturers and retail merchants, from suspicion. 
Arthur Williams, head of the New York Fair Price Com- 
mittee, and Federal Food Administrator for the dis- 
trict, conducted the investigation. Figures submitted 
to him by a prominent manufacturer showed the 
increased cost of production and the profit of every- 
one concerned in the transaction. 


Mr. Williams’ Findings 

“The shoes in question,’’ said Mr. Williams, “are of 
standard make. They cost $9 last Fall and now cost 
$10.50. 

“The factory selling price of the shoes is now $6.50, 
being formerly $5.25, an increased margin of $1.25 or 
23.81 per cent. Thus the manufacturer, with an in- 
crease in factory costs of $1.12, increases his margin 
by $1.25. The retail merchant now is paying $6.50 


for the shoes and selling them at $10.50, a margin of 
$4. He formerly was paying $5.25 and selling the 
shoes at $9, the margin being $3.75.” 

Mr. Williams submitted the following table as fur- 
nished him by the shoe manufacturer. 


Comparative Costs and Selling Price 
Fall, 1919 Spring, 1920 
Upper leather $1.38 $2.05 


Bottom stock 9475 1.32 
Findings .2385 .234 


Labor .90 1.04 
Miscellaneous .8943 .839 





$5 .483 
1.017 


$4 .3605 
.8895 


Total factory cost 
Margin 





$5 .25 $6.50 


Jobbing selling price 
3.75 4.00 


Margin 





Retail selling price $9.00 $10.50 





Feb. 21, 1920 


BOOT AND SHOE RECORDER 


Fifty-Fifth Business Birthday 


1865-1920---Celebrated by R. H. Fyfe of Detroit, Michigan 


. H. FYFE celebrated his fifty-fifth business 
anniversary by entertaining at dinner the 
staffs of the various departments to the 

number of about fifty, in his beautiful home, 939 
Woodward Avenue. 

William Livingstone, vice-president and the oldest 
man in Mr. Fyfe’s employ, acted as toastmaster on 
this auspicious occasion. Mr. Fyfe gave a very in- 
‘eresting reminiscent address, during the course of 
which he spoke of the advances 

nade during the last half cen- 
ury in business methods, par- 
ticularly in the shoe business. 
He also mentioned the various 
changes in shoe styles during 
that period. He congratulated 
himself upon the excellent 
assistance his staff had 
rendered during his fifty-five 
years in business, giving them 
as much credit. as he took him- 
self for the great and success- 
ful business that had been 
built up. “It is not a one-man 
affair,” he stated. 

Mr. Fyfe emphasized the 
fact that a man to succeed in 
life must be interested in his 
business, must love it, and yet 
he did not believe the man 
should be a slave to it, bul its 
master. 


Talk by C. R. Baxter 


C. R. Baxter, for over fifty 
years an employe, who is still 
active in catering to the com- 
forts of the customers of the store, spoke of the various 
locations occupied by the business during the time 
since its inception at 101 Woodward Avenue, when the 
business was exceedingly small, until the last move 
into its splendid new home, a ten-story building 
that is a monument to a great and active business 
mind. 

Other Interesting Talks 


A. O. Day, the genial general manager, and Stephen 
J. Jay, manager Men’s Department, also gave in- 
teresting talks. 

A toast was given to the late Mark Stevens, who 
passed away about two years ago, and was one of the 
original three who have been for so many years so 


R. H. FYFE aah 


closely associated with Mr. Fyfe in the activities of 
the establishment. 


Pleasing Features 


One of the pleasing features of the entertainment 
was the presentation to Mr. Fyfe by his employes of 
a mammoth floral piece. Another was the birthday 
cake, which was about two feet square (no pun in- 
tended), which bore on its crest a white life-size pump 

made of icing sugar, with 
a buckle which bore the 
Fyfe monogram. Surround- 
ing this ornament fifty- 

* five candles gleamed brightly, 
trailing the mind back toward 
the early struggles, yet lighting 
the way toward the brightest 
future. 


Business Well Organized 


I. speaking of the event the 
following morning, Mr. Fyfe 
expressed his pleasure at being 
able to be present at such a 
gathering. In speaking of his 
activities he said: ‘We are so 
well organized that I can leave 
everything to the faithful men 
who have stood by me for so 
long. I believe the man who 
has his business at heart, who 
derives a genuine pleasure from 
it, not in amassing a fortune but 
in building up an efficient or- 
ganization, is the one to suc- 
If I go away on a 
trip 1 am always glad to 


get back to my desk again.” 


A Ten-Story Building 

Mr. Fyfe was born in New York State in 1839. 
He came with his parents at an early age to Michi- 
gan. He purchased the business of his former em- 
ployer in 1865. While many firms have come and 
gone, the Fyfe business has gradually built up its 
organization, until it now requires the ten-story 
building to house its activities, and ‘“‘we’ve only 
started to grow,” was Mr. Fyfe’s concluding remark. 





Look over the signs, as soon as Winter weather 
passes. Guides to the store are they. A missing 
number may mean a missing customer. 
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The “Modern, Shoe Store 


Analysis of its Service Features 
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polis’ “shoe row’’—that part of the block on 

the north side of Washington Street, between 
Meridian and Pennsylvania Streets—according to 
an announcement by L. A. VanKirk, manager of 
the Indianapolis branch of the Petot Shoe Company, 
which now occupies the building at 6 and 8 North 
Pennsylvania Street. ; 

The Petot store has acquired a twenty-year 
lease on the building known as the Wirtz property, 
48 East Washington Street—just around the corner 
from its present location—and expects to occupy it 
as soon as the lease of the present occupant expires. 
The total rentals, which also include upkeep, taxes, 
insurance, etc., will amount to approximately 
$250,000. 


N NOTHER addition is to be made to Indiana- 


Property Frontage 


The property has a frontage on Washington Street 
of seventeen and one-half feet and a depth of sixty 
feet. The room is so arranged that by removing a 
part of the partition the Petot store will still retain 
its present location. Asa result of the proposed change 
the store will have openings on Washington and on 
Pennsylvania Streets. The part just acquired is 
occupied by a haberdashery and hair goods store. 

According to Mr. VanKirk, it is the intention of 
the Petot Company, which has general offices in 
Cleveland, O., to make extensive improvements in 
the newly acquired building. It is planned to install 
an entire new front, redecorate the interior, install a 
passenger elevator and make numerous other changes 
to fit the building for a long time occupancy. 


Established February, 1919 


The Indianapolis store, one of the chain of Petot 
stores, was established in February, 1919, and since 
that time has enjoyed a remarkable growth. Mr. 
VanKirk, the manager, came to Indianapolis from 
Columbus, O., where he was associated with one of 
the Petot stores. Prior to that time he lived in 
Newark, O. 

The Petot Company, Mr. VanKirk says, handles 
its business in a somewhat different manner than 
many chain companies, it being the policy of the 
company to establish a branch and select some man 
as a partner in the branch. The goods are purchased 
by one head at Cleveland and each branch partner 
disposes of the goods as they are distributed. The 
Indianapolis store of the Petot Company handles 
women’s shoes exclusively. 

Mr. VanKirk says the first eleven months of the 
store’s existence has more than satisfied the com- 
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The Petot Store 
To Occupy New Quarters at 48 East Washington Street, Indianapolis 







pany’s expectations and that the prospects are bright 
for an even bigger business in 1920. Business con- 
tinued good up until a week before Christmas, he 
said, and then started in with a rush again right after 
the Christmas holidays. The lack of business at 
Christmas time, he said, was due no doubt to the 
fact that the store carries no fancy buckles, slippers 
and other wear that might be used as gifts. 


Short Vamps Featured 


While most of the local stores laid no emphasis on 
short vamps, the Petot store featured this class of 
footwear and “cleaned up” with it. Mr. VanKirk 
said that he disposed of all the short vamps he had 
on hand and then sold all he could obtain from the 
other stores of the company. 

With the Petot Company occupying its new loca- 
tion, the block in Washington Street previously 
referred to will contain seven shoe stores, the others 
being Feltman & Curme’s, Florsheim’s, Marott’s, 
Stout’s, Douglass’ and Emerson’s. 





Transcontinental Hike 


Fletcher Wears Out 172 Pairs and Not Half 
Finished 

Frank Fletcher, who claims he has worn out 172 
pairs of shoes on a coast-to-coast-and-return hike, 
recently visited Buffalo, N. Y. He stated that he is 
attempting to win a $2,700 wager from an athletic 
association for a transcontinental record. He said 
that thus far he has covered 6,000 miles, that he can- 
not use trains, autos, trolley cars, nor even roller 
skates to expedite his hike. Nor is he permitted to 
sleep anywhere except under trees. While in Buffalo 
Fletcher enjoyed a breezy slumber in Lanigan Park. 
He claimed that he is also advertising a certain line 
of rubber heels and shoe laces. 





Elastic Stockings 


A Surgical Specialty, Made in Lynn, Mass. 

Louis F. Spindell of Lynn told the Rotary club 
about the business of making elastic stockings for 
disabled limbs. He said that there are only 300 hand 
knitters of surgical stockings in the United States and 
that his firm has had to invent and to build machinery 
for making such stockings. 





There are now more than 6,000 persons working 
at the United Shoe Machinery Co. shops in Beverly, 
and that is a very good sign of continued activity 
in the shoemaking industry. 
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Stock Turnover Important 
The Big Word in Merchandising---Study Carefully Your Selling Schedules 


sell themselves. 
It takes special price, special advertising, 
P. M.’s and constant hammering to sell old goods. 

Whenever a new, especially attractive shoe comes 
into the store, every clerk makes a run for it. 

The same shoe six months or a year later becomes 
an “old bug”; a shelf warmer. Nobody wants it 
and no clerk wants to sell it. 

This is especially true in women’s shoes of the 
better grade and it is also true of women’s shoes in 
medium grades. While nobody relishes paying any 
more for an article than is necessary, yet there are, of 
course, certain types of shoes that are good sellers 
season after season, but these in the main constitute 
a relatively small percentage of the entire business of 
the average store. The shoes that bring long profits 
are the ones that are not duplicated. 


N | EW goods rightly bought and rightly shown 





A new, snappy shoe backed by the enthusi- 
asm of the salesman will bring more money 
and sell easier than an old one of equal 


value. 











Something New in Style 


When Mrs. Average Shopper walks into a store on 
March 1, she is looking for something new in style 
and design and not looking for the same things that 
her neighbor or she bought a year ago or six months 
ago. She has come to your store because through 
newspapers, show windows or some other form of 
advertising you have convinced her that you have 
new, snappy footwear. 

She wants something new, something different 
from what she has worn. heretofore. Your clerk 
knows what is in her mind, and he takes a pride in the 
fact that your store does have something new and 
‘something temptingly pretty to show her. 

Just watch your own stock and your own clerk for 
a day at the beginning of the season. Go over the 
sales tickets or your sales record at the close of a busy 
day, and notice how the new numbers have sold in 
comparison with the old ones. 


“Carry Overs’? Absorb Profit 


Each pair of shoes purchased on today’s market 
represents so much money that unless they are kept 
moving, capital becomes tied up in the slow movers, 
discounts are lost and profits are on the shelf rather 
than in the bank. 


During the past few seasons, shoe merchants have 
been prosperous because prices have advanced at the 
factory and merchants generally have averaged their 
selling prices so that in many instances the actual 
mark-ups have been considerably larger than was 
anticipated when the merchandise was purchased. 

It is not fair to presume that such a condition will 
always continue, and even if it did, a considerable 
percentage of net profit which could be taken out of 
the business is still tied up in slow moving merchan- 
dise on the shelves. 





No matter how rapidly or to what extent 
merchandise may advance in price a profit 
cannot be taken until a sale is completed 
and the money collected. 

Just so long as shoes remain on the shelf 
they represent expense, and that expense is 
accumulating day by day. 











The average overhead expense for shoe stores the 
country over is about 28 per cent. From 7 per cent 
to 10 per cent of this represents actual cost of selling. 
The remainder of it is chargeable to merchandise on 
the shelves. So day by day cost is being added to 
each pair of shoes which remain unsold. A careful 
analysis of the mark-downs in the average store at 
season-end sales and on bargain counters will prove 
this statement. 

The merchant who goes on the theory that it is 
only costing him six or seven per cent a year to carry 
over merchandise is only “kidding” himself. 





It is a question if every item of overhead 
excepting the actual cost of selling is not 
‘‘carry over’? expense. Many good mer- 
chants are assuming this attitude and 
adopting this method of figuring. 

In other words, if total overhead is 28 per 
cent and cost of selling is 8 per cent, then 
the “‘carry over’? charge would be 20 per 
cent. For instance, if a pair of shoes cost 
$5 originally, each year it remains on the 
shelf an extra dollar should be added for 
‘carry over’’ expense. 











Unless such a shoe is unusually staple in style, in- 
stead of its value increasing a dollar a year, the 
(Continued on page 61) 
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Ohio Valley Merchants 


Boosters of the Ohio Valley Retail Shoe Dealers’ Association, 
Columbus, March 1-3, 1920 


HENRY HAGEMAN 


Secretary, Ohio Valley Retail Shoe 
Dealers’ Association 


Cc. K. CHISHOLM 


President, Ohio Valley Retail Shoe 
Dealers’ Association 








Vv. C. VENE 


Chairman, Style Show Com- 
mittee 


Invitations in Verse 


T is reported that a majority of the members of 
the Ohio Valley Retail Shoe Dealers’ Association 
are of a poetic nature. The publicity committee 

of the Columbus Shoe Club, which is looking after the 
press and publicity for the coming convention, has 
picked out the poet member, Dr. Charles Spatz, to 
write invitations to the meeting in verse. The fol- 
lowing isasample of one of the letters which have been 
mailed to all retail shoe merchants in Kentucky, West 
Virginia and Ohio: 


Convention time is drawing nigh, 
The time for Tom, Dick, you and I 
To get together and compare experiences and other 
things 
The daily round of business brings. 


Forget your business for three days; 
If you came last year, you KNOW it pays, 
And join your heart, and hand and mind 
With other people of your kind. 


The fellowship—exchange of views, 
Discussing shoe dope and shoe news 


Means much to YOU, and surely will 
Add to the dollars in your till. 


There'll be stunts mighty fine, displays of shoe lines * 
And talks on topics of the day. 
There’s lots that you will learn, your money you 
won’t burn, 
So get busy and make plans to get away. 


Your membership dues cover all expense; 

You don’t have to spend many dollars and cents; 
Your dues take care of the cost of all; 

Your wife, or yourself, or your children small. 


Plan NOW to attend, Mr. Shoe Man, friend, 
Bring with you your sister, sweetheart or wife. 
The committees are formed, to action they’re warmed, 
We can promise you all the time of your life. 


Be sure to come to the big rally 
Of the shoe-folks of the Ohio Valley, 
March 1-2-3, remember it well, 
At the beautiful, new, Great Southern Hotel. 
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Cattle, Calf and Goat Hairs 


Many Uses for These Materials Which Were Formerly, to a Great 
Extent, Thrown Away 


HE present generation has seen many products 
which were formerly considered worthless 
utilized in away that has proved of great bene- 

fit to mankind generally, in a way that has provided 
a livelihood for many men and women, and has 
brought prosperity to the men behind the enterprises. 

As business becomes more scientized, countless 
materials are being brought into use and put to 
practical purposes that at one time were considered 
useless. 

Not so many years ago the millers of the country 
dumped all the bran produced in making flour from 
wheat into the river. Bran is the shell or outside 
covering of the grain of wheat. It was long considered 
useless, but a scientific analysis proved it to be one of 
the most nutritious parts of the whole grain, and now 
bran is used not only for animal food, but for human 
food, and not an ounce of it is wasted in the flour 
mills of the country. 

There was a time when the disposition of cattle 
hair, calf hair and goat hair was a problem to the 
tanner of those hides and skins. 

Science and commercial experiments have demon- 
strated that instead of these materials being useless, 
they are valuable for so many purposes that the 
tanner who properly cares for them has a ready and 
growing market. 


Hair Used in Plaster 


The old-time plasterer formerly mixed a consider- 
able quantity of cattle hair with sand and lime in 
making coatings for interior walls of buildings. The 
hair served two purposes; first, as a binder to hold 
the materials together; and second, to act as a re- 
tarder and prevent the plastering from drying so 
rapidly that it would become cracked and broken. 

Of late years, science has demonstrated that better 
results can be obtained by chemically reducing the 
hair to a liquid form and then to a powder and mixing 
it with other material, producing the various kinds of 
patent plaster which are now almost universally used 
in building construction. 


Other Uses of Cattle Hair 


Hundreds of other uses are found for cattle hair of 
various textures and lengths. Nature provides the 
animal with a hair covering to resist the extremes of 
cold and heat. The material is, therefore, one of the 
' best-known insulators and non-conductors of heat and 
cold. Refrigerator car builders have learned the value 


of a packing made from cattle hair, and employ large 
quantities of it for this purpose. A similar material 
is used extensively in packing both the piping for 
heat and refrigeration. 

Hair and hair felts are also used to a great extent in 
making cushions for upholstery, padding saddles, 
parts of harness, horse collars and many other pur- 
poses. Combinations of the better grades of hair 
and cotton are used in many of the highest-price 
mattresses in common use. 


Slipper Soles of Felt 


About the only place hair is used to any extent in 
shoe manufacturing is soles for slippers. A very hard, 
dense felt is manufactured which is used quite ex- 
tensively for slipper soles which are usually made with 
cloth and felt uppers. 

Another special combination hair felt is manu- 
factured for automobile trimmers and upholsterers 
who use it in connection with seat cushion upholstery 
work. 

The Use of Hair in Textiles 


Immense quantities of the finer and better grade of 
calf hair and goat hair are used in textile manufacture. 
For this purpose the hair is blended usually with wool, 
but sometimes with cotton. 

A fiber of wool as seen under the microscope has a 
jagged, rough, sword edge, which gives it the faculty 
of clinging to each other fiber and consequently makes 
it valuable as a material for spinning into yarn and 
weaving into cloth. 

Cattle and calf hair when seen under the micro- 
scope present much the appearance of a fine thread 
with knots tied in it. Consequently hair of itself 
cannot be successfully spun into yarn and woven into 
cloth because it lacks that clinging, interlocking 
property contained in wool, but in combination with 
wool has proven invaluable. 

In making textile, and especially cloths, it is neces- 
sary, therefore, to blend the hair with some other 
material having the tenacious properties of wool or 
cotton. 


How Tanneries Take Care of the Hair 


In most of the large tanneries when the hair is re- 
moved from the skin, it is sorted as to color. It is 
then thoroughly washed through several waters, and 
passed through heavy rolls and a drying process, 
which leaves it soft and fluffy, in which condition it 
has much the appearance of wool. It is then baled 
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up and shipped to the various plants, where it is 
utilized in connection with manufacturing of one or 
more of the commodities referred to above. 


Calf or Goat Hair in Lap Robes 


As you have wrapped yourself in a big, plush lap 
robe in a carriage or automobile, it has probably 
never occurred to you that the principal material 
which composed the warm, comfortable covering was 
the hair of a calf or a goat, and yet that probably was 
the case. 

Various sorts of plushes made to fill a great number 
of specific needs are manufactured from various 
blends of hair and wool. 


Cloth for Overcoats and Suitings 


A wide variety of cloths suitable for men’s over- 
coats, wraps and suitings and women’s wraps and 
suitings are made from blends of fine cattle hair or 
calf hair and wool. 

Many of them are particularly handsome in design 
and color and make up into very beautiful, dressy- 
appearing and durable clothing. 

The tensile strength of hair is even greater than 
that of wool, and consequently the fabrics made from 
blends of hair and wool are just as strong and durable 
as the all-wool product, and in many instances less ex- 
pensive. 

Within the past few years, immense quantities of 
shoddy have been used in making heavier weigh’ 
cloth. The use of hair is, therefore, coming into 
prominence in the manufacture of good-looking cloths, 
which combine strength with durability and yet can 
be made at popular prices. 


STOCK TURNOVER IMPORTANT 
(Concluded from page 58) 
depreciation is actually far in excess of this 
amount. 
Every month it remains on the shelf it becomes 
harder and harder to sell. 


Be Careful of Short Lots 


In practically every community, people are hungry 
for shoes that have an element of style and appear- 
ance at attractive prices. 

The merchant who has been careful in selecting his 
sizes is experiencing no difficulty of clearing his shetves 
of any season-end accumulation at prices well above 
original cost. 

The difficulty is with the merchant who has not 
carefully studied out the proportions of his selling 
schedule, and consequently has accumulated short 
lots, season after season, of small sizes in extreme 
widths. 
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American School of Practipedics 


An Unprecedented Rush of New Students for the 
Home Study Courses 


The recent organization of the International 
Association of Practipedists, composed exclusively of 
graduates of the American School of Practipedics of 
Chicago, has caused an unprecedented rush of new 
students for the home study courses in practipedics 
as given by that institution. 

The fact that the association has developed into 
such a great success from the very start, coupled with 
the ambitious plans it announces for a campaign of 
public éducation regarding practipedics in the na- 
tional magazines, has brought home to many who had 
given it little thought before the value of these courses. 
The advantages of being a practipedist are now loom- 
ing up more clearly to many than they did in the past; 
hence the rush of students. 


Stimulates Interest 

Another effect that has become very noticeable, 
the school officials say, is the way in which the stu- 
dents who had previously been dragging along with- 
out completing the courses they started now have 
taken a new interest and are again applying them- 
selves with a view of quick graduation. Perhaps this 
is in order to become eligible for membership in the 
International Association, or perhaps it is just re- 
awakened interest. The school officers do not pre- 
tend to know the reason, but there is no doubt that a 
vast reawakening of general interest in Practipedics 
is manifesting itself just now. 

Additional clerical help has had to be obtained to 
care for the rush of inquiries that reach the school 
daily, asking for catalogs, for information about the 
course and for the school’s plan of giving free scholar- 
ships to a limited number of applicants. 

Not since the early days immediately following the 
establishment of this educational institution has it 
been so busy as at present. 





Sell Dressings After Storms 


Snow Water Harder on Leather Than Rain 
Water 


Every shoe merchant who has been through severe 
Winter weather has a chance to sell dressings. Shoes 
get hard use in cold and stormy weather. The snow 
water penetrates them and washes out the oils and 
greases with which tanners stuff the leather. Snow 


‘water is much harder on leather than is rain water. 


Shoes, after being wet, should be carefully dried, and 
then treated with a dressing that will fill the pores of 
the leather, and restore life to its fibers. The shoe 
merchant who advises his customers to use good 
dressings generously after a storm performs a service 
to his customers, and adds to his sales of dressings. 
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“‘Snookums”—A High-Grade Leather Shoe for the Babies. The Result of Quality Concentration. Made by Kelleher 
Bros., Randolph, Mass. 





Miss Vode 
Kid 


Josephine Bowen 
Represents Stand- 
ard Kid Manufac- 
turing Company at 
Texas Convention. 


The Standard Kid 
Manufacturing Com- 
pany of Boston, mak- 
ers of Vode Kid, will 
be among the ex- 
hibitors at the Tex- 
Okla-La Convention, 
which will be held at 
the Adolphus Hotel, 
Dallas, Texas, Febru- 
ary 23, 24 and 25. 

The exhibit will be 
presided over by C. F. 
Alles, sales manager 
of the Standard Kid 
Manufacturing Com- 
pany, who is making 
a trip to the West 
and Southwest to 
cement the cordial 
relations which al- 
ready exist between 
the company and its 
customers. 

Mr. Alles will be 
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JOSEPHINE BOWEN, 


Miss Vode Kid, Who Will Distribute Souvenirs at Tex-Okla-La 


Convention 


accompanied on _ his 
trip to Texas by Mrs. 
Alles and Miss Jose- 
phine Bowen of Bos- 
ton. Miss Bowen will 
be an attractive fea- 
ture at the conven- 
tion, attired in her 
kidskin suit of Chest- 
nut Brown, one of the 
fashionable 1920 
shades produced by 
the Standard Kid 
Manufacturing Com- 
pany. 

Miss Bowen repre- 
sented the Standard 
Kid Manufacturing 
Company at the 
Boston Convention 
of the National Shoe 
Retailers’ Associa- 
tion.. She was one of 
the favorite models, 
and was immediately 
invited by the Texas 
delegation to attend 
their convention. 

The boots which 
will be worn by Miss 
Bowen were made 
by the Hurley Shoe 
Company of Rock- 
land, Massachusetts. 
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FELLS 


26 Russia Calf S. T. Bal. Heavy Single Sole 





SHOES FOR YOUNG MEN 


— AND — 


MEN WHO KEEP YOUNG 





Richards & Brennan Co. 
Randolph, Mass. 


Boston Office N. Y. Office 
183 Essex Street Marbridge Building 
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vu KID is the individual iiienal 


name of the kid leather produced since 
1890 by Robert H. Foerderer, Inc.— 
just as KODAK is the private property 
of the Eastman Kodak Company. 


There is but one VICI KID in exactly the 
same sense that there is but one KODAK. 
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Robert H. Foerderer, Inc. 


Sole Producers of Vici Kid 
Philadelphia 3 ‘% ¢: Pennsylvania 
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SIZES IN 
STOCK 
AA and A 
1 to 8 
B and C 
24% to 8 


/ 

Aes 
<a 
a 


IN STOCK— Shipped Same Day 
We Receive Your Order 





SIZES IN 
STOCK 
AA and A 
4 to 8 
B 2% to 8 
C and D 
21% to 7 


Styles the Last Word in Modishness 


SILVER CLOTH PUMP 
Price $8.00 


No. 1690—Turn, Full 
Louis Covered Heel. 


White Satin as above il- 
lustration. 


No. 1681 Price $6.00 


Black Satin as above. 
No. 1686 Price $6.00 


Black Cabretta as above. 
No. 1665 Price $6.00 
Patent Colt as above. 

No. 1660 Price $6.00 
White Cabretta as above. 
No. 1670 Price $6.50 


We do not hesitate 
to recommend these 
numbers as they are 
made by the best 
workmen in thecoun- 
try, and of the 
quality you want. 
Remember we are 
always glad to sub- 
mit samples or an- 
swer questions. 


Do You Have Our Cata- 
logue Showing Our 
Complete Stock? 


THE 
WESTCOTT 


WHITMORE 
COMPANY 


SYRACUSE 
NEW YORK 


BLACK VICI KID 


Price $10.25 
No. 714 Welt 
15-8 Leather Cuban Heel, 
Imitation Tip. 
Havana Brown Kid as 
above. 


No. 713 Price $10.50 


Dull Kid as above. 
No. 9032 Price $8.50 


Black Norfolk Kidasabove 
No. 9031 Price $8.50 
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TRADE MARK 
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BOSTON OFFICE 
10 HIGH STREET 


FACTORY 
ABINGTON, MASS. 
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CORDO COLOR 42 


Deep bright cocoa shade slightly 


corrected in veals and kip sides. 


Northwestern Leather Company 


14 SOUTH STREET 
BOSTON, MASS., 
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The woman who has learned how 

| a easily, how miraculously, how effectively 

'f @ her precious shoes of white kid can be kept 

e de snowy white by Cinderella Kid Polish and 

in Cleaner (WHITE)—does not hesitate to 
buy white footwear—and WEAR it. 


me Rpipomeld The sale of electric power 


keeps pace with the sale of 

incandescent lamps—the sale 
WH I T E of white kid footwear is stim- 
ulated likewise, by the sale of 


Cinderella White Kid Polish 
at and Cleaner. 


Produced by A SAMPLE TO TRY IS YOURS 


Everett & Barron (0. WITHOUT COST. A WORD 
PROVIDENCE, RA FROM YOU AND WE’LL SEND 
u. S.A. ONE. 
, PARIS LONDON 


Everett & Barron Co. 


rovidence, R.I. 
/ P _— , OY We will try 


The Cinderella line includes Silver Sy Sindiinatin 

Slipper Cleaner and Kid Polish, Boot Sr White Kid Clean- 

Cream and,Dye in all colors. er if you send us 
a sample bottle free. 























B 











Yr WY Wy 











, Cinderella Quality Products 
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REC. U.S.PAT. OFF, 
REC. U.S. PAT. OFF. 


Tie eo = Comfy. 


PATENTEQ JULY 28, +908 == 


MORE PROFITS 


HE dealer who figures ““Comfy” slippers as only a short season seller is in 
line to miss a lot of profitable business. 
The demand for genuine “‘Comfy”’ slippers has been breaking all records the 
past four months. And it is still keeping up after the holiday season. 


In spite of this pressure on our manufacturing facilities, we are still in a posi- 
tion to give you immediate delivery on certain staple styles. Keep your line 
sized up to take advantage of the Winter demand. Bad Winter weather makes 
good “Comfy” sales if you are ready for them. 


You will get some real money-making ideas from our booklet, “How to 
Make a Profit in Your Shoe Store.” It will give you a new slant on shoe 
selling. Whether you are a Daniel Green dealer or not, we shall gladly 


send you a copy on request. 


; DANIEL GREEN FELT SHOE COMPANY 


DOLGEVILLE, N.Y. 


NEW YORK OFFICE 
116 EAST 13% STREET 
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No. 35—Men’s Mahogany 
Veal Lace Oxford, Rubber 
Heel. D,E, 5-16. $7.50 
No. 120—Same as above 
in Side Leather. $6.75 



















































































IN STOCK 


With our new factory we are in position to 
make shipments same day order is received. 


We carry the most complete line of men’s 


shoes in the WEST. 


A card will bring our salesmen to you. 


R. P. Smith & Sons Co. 
Chicago 






























No. 2058 
Gun Metal Oxford, 12-8 
Heel, High Grade Mc- 
Kay, Im. Tip. Widths 


C and D. Price. .. $5.00 


The 
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These shoes 
are ready 


you get 


» at once! 
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them 


No. 2060 

Gun Metal Oxford, Leath- 
er Louis Heel, High 
Grade McKay, Imitation 
Tip. Widths C and z 
Pe re $5. 


newest styles for early spring are described as follows: 


2063— Mahogany Side Oxford, Military Heel, High Grade McKay, Imitation Tip, Widths B,C, and D. Price...... $5.60 
2064— Mahogany Side Oxford, Leather Louis Heel, High Grade McKay, Imitation Tip, Widths B,C,and D. Price.. 5.60 
2043—Patent Oxford, Leather Louis Heel, High Grade McKay, Widths B,C, and D. Price...............-+.++++: 5.60 
2044— Patent Oxford, Military Heel, High Grade McKay, Widths C and D. Price................2-0e ee eeeeeee 5.60 
2007—Black Kid Oxford, Leather Louis Heel, High Grade McKay, Widths B,C,and D. Price.................. 5.60 
2050—Black Kid Oxford, Military Heel, High Grade McKay, Imitation Tip, Widths B,C, and D. Price........... 5.60 


Remember You Get Immediate Delivery ! 





MERCHANTS SHOE COMPANY 


110 SUMMER STREET 


BOSTON, 9, MASS. 
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GRIFFIN RAPID BLACK DYE 


Griffin Polishes 


RAPID ‘BLACK 


be 
i TAN vier ‘ID 


3 Big Leaders Drotegy Of Many 








cgyenee WAL7> 
(v4) .... 


Leather Insurance 


GRIFFIN 
4 








GLOSS DRESSING 


* s “ 
LEATHER 





GRIFFIN 








“SUPREME QUALITY” GRIFFIN LOTION CREAM 
In white, black, light tan, Havana pam, 


i -POLI 
~ Fasting Black. = be SELF-POLISHING DRESSING uk toa. light cu aan tah one 
Oil o For ladies’ and children’s shoes—Softens Cleans, softens and polishes all kid leather. 
Contains no injurious acids. + Ae 


Senall Sin #15. 75 
Size, gross, 
each; Gallon, $3.75. 


$1. 


» $1.40 doz.; lon and preserves the leather. 
§2.00 00 doz.; Quart, . 
5 oz. Size only, $24.00 gross, $2.15 doz. 3 oz. Size, $21.00 per gross, $1.80 per ) den. 


leather what cold cream is to the 


GRIFFIN MANUFACTURING CO., Ine. 


67-69 MURRAY STREET 





~ . NEW YORK, U.S.A. 























Feb. 21, 1920 BOOT AND SHOE RECORDER 











STYLE 431 





























BARNET’S NO.27 RUSSIA CALF 
WIDTHS A-D 
PRICE $7.25 
READY FOR SHIPMENT TODAY 





AA. M. CREIGHTON, LYNN, MASS. 


SEND, FOR COMPLETE CATALOG. 
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\ \ ] HAT is it that creates and constantly expands a great 
shoemaking center like Lynn? 

It is performance, plus reputation for that performance, 
plus the desire of others to share the benefits of that repu- 
tation. 

Lynn is the focal point of high-class shoemaking in the 
“North Shore” district of Massachusetts, just as Brockton 
is in the ‘South Shore.”’ 

The germ of fine, conscientious shoe craftsmanship that 
was planted in Lynn when Boston was still a hilly hamlet 
grew—and in growing it created a name for itself that has 
also grown and spread all over the shoe-consuming world. 


Lynn’s expansion to a predominant position in the shoe 
industry was logical. Her grasp of that position 1s secure. 
Her future widening of it is an accepted certainty. 


BarTLETT-SOMERS Co. 
CotrEerR SHOE Co. 
Grecory & Reap Co. 


ALLEN, Foster, BripGEo Co. 
BurRDETT SHOE Co. 
A. FisHer & Son 





SOTA WHITE BUCK WELTS 
A\\ /or GROWING GIRL 
KX MISSES end 
CHILDREN 
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SHOE CO. 


| , \ She Shoes You, |] 
RW OC Ve \ res 
a _ a . ~° Shoes o% Y% ) 





CHexible Toots 


American 


Making” 


Lynn’s shoe manufacturing organization is made up of 
substantial, ambitious, result-seeking and’result-getting men. 


Lynn’s standards of quality for Women’s and Chil- 
dren’s shoes. and Men’s slippers are recognized everywhere 
for their merit. 


Lynn’s standards of workmanship are such that many 
of the best operatives in the industry come to Lynn’s shoe 
plants—and stay contentedly there. 


Hence—Lynn’s shoe products have high standing and 
profitable sale wherever good shoes are sold. 


Lynn’s welcome—financial and otherwise— to new shoe 
industries is substantial and genuine. 


P. J. Harney Suok Co. HeEnneEssEY, Maxwe.u &JHENNESSEY 
G. W. Herricx SHoe Co. T. J. Krety & Company 
Watson SHozt Company Witurams, Criarx & Co. 





RDETT SHOE C0 


Makers o, 








How long should a sock be? 


For best wear and best foot health, how 
long should a sock be? The illustration 
shows: You should have enough extra 
material at the toes to be easily grasped 
with your thumb and forefinger. Foot 
doctors recommend this. Long wear 
demands it. Stylish Monito ‘“full-size” 
socks supply it. 


This “full-size advertisement 


of Monito Full Size Socks appears in the SaturDAy Eveninc Post 
of February 21st. 
The real quality of Monito Full Size Socks coupled with such ad- 
vertising is bringing full-size returns to successful merchants. 














Extra Eighths of an Inch! 


How “full-size” feet bring new Sock Comfort 


INE. materials. Fine 

machines. Fine work- 
manship. We hold no 
monopoly on these. In 
fact several of the best 
makers employ them in 
practically equal measure. 


Why then, aside from 
their accepted style, should 
Monito socks enjoy such 
a unique reputation for 
wear and comfort? 


The answer is: Monito 
“full-size” knitting! Which 
means that into every 
Monito sock is knit de- 
liberately, extra toe room. 


And without sacrifice of 
slim trim “leg-and-ankle” 


fit. 


Simply get your usual 
size in “full-size” Monito 
socks. Then note what 
new comfort you get from 
“full-size” feet. Note 
how this comfort is com- 
bined with snug, stylish 
ankle fit. 


As an introduction to 
the Monito “full-size” 
family, we suggest Style 
522—a Monito “full-size” 
sock of real silk —silk- 
worm silk. 


Moorhead Knitting (o's¢ Harrisburg, Pa. 


MAKERS OF 
Men's Socks and Women’s Stockings 


Sales Offices in the principal American Cities 
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This Folder Will Interest You 


Here’s a folder crammed full of information of interest to everyone engaged in 


the selling of shoes. Some of the points it covers are: 
“What Makes a Shoe Good?” 
“Convincing the Customer.” 
“Overcoming Objections.” 
“Stimulating Sales.” 


Don’t they sound like good reading ? 
We have a copy for every salesman in your store. 


Just tell us on the coupon below. 
ARMSTRONG CORK COMPANY 


132 Twenty-third Street 
——— — —--_— —F im and Mel Today ——— — — —-— I 


ARMSTRONG CORK CO., 


PITTSBURGH, PA. 





How many shall we send? 





Pittsburgh, Pa. 


Please send 























E ARE so often—and so earn- 
estly—told that Watson Shoes 
have certain distinguishing 


features of style aid quality-excel- 
lence that we think it must be true. 


There is a real satisfaction to us in 
holding our Women’s fine welts to an 
unvarying standard of highest quality. 


Andfthat satisfaction and benefit as- 
suredly extends to the dealers who 
handle Watson Shoes and to the per- 
sons who wear them. 


WatsonShoe Company 


LYNN, MASSACHUSETTS 
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THE JEWELED SLIPPER 


MADE WITH 3000 RHINESTONES, ALL 
SET BY HAND—AND SHOWN AT N:S.R.A’S. 
CONVENTION AT MECHANICS HALL IN 
JANUARY WAS ORIGINATED AND MADE BY 


D. W. COULTAS COMPANY 


MANUFACTURERS OF QUALITY SHOE ORNAMENTS 


PROVIDENCE, RHODE ISLAND 








THIS SLIPPER IS SYMBOLI- en AA pe ae LINES IN- 
CAL OF THE INDIVIDUAL . ; sLU VARIETY OF 
CARE AND QUALITY THAT i ; ORNAMENTS SUITABLE FOR 
ENTER INTO ALL OF COUL <i | * BOTH THE SHOE MANUFAC- 
; . oh eek TURER AND THE SHOE MER- 
TAS ORNAMENTS. Vig ey a pe 
CHANT. 


a | ; “ Le y/ 
4 J oe — 
. Lo y J ? 
































— 





NON-POISONOUS 


“SILVERSHINE” 


NEW YORK’S best known and only 
non-poisonous self-plating and polishing 
Cleanser for Silver Slippers. 


Price $4.50 per doz. $48.00 per gross. 


We will send you 1 doz. Express pre- 
paid; if after trial you will find it not 
satisfactory, you may return it at our 
expense. 


Non-poisonous ““GOLDSHINE” for 
GOLD SLIPPERS 
Doz. $5.00. Gross $54.00. 


SILVERSHINE COMPANY 
127 Duane Street 
NEW YORK 


Women’s 


Novelty Shoes 


Men’s 
Fine Shoes 


ALWAYS IN STOCK 


Samples will be 
gladly sent upon 
request 


A. PALAN SHOE CO. 


Saint Louis - - - Mo. 





I ag Ginn «atlas. a eee eG 


Agent for LYONS & CO. 
New York and Vicinity 122 Duane Street 


— Fe a — - a ae — 5 a ae — fe sg 
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Do You Buy at Long Distance? 


HERE are you situated?—In Denver?—In New Orleans? Then 

the Harney way should be your way, so that when you have 

placed your order you may rest assured of its delivery on time and of the 
quality you have a right to expect. 





When Harney discarded the old time method of shipping shoes of a differ- 
ent grade from the sample, a new train of merchandising thought came into 
the trade. 


Possibly the old way was not dishonest—it did not deceive any one — but 
it didjlead to endless misunderstandings. 


The Harney way is simplicity itself—the shoes shipped are guaranteed to 
be of the same quality of materials and workmanship as the samples from 
which the order is placed. 


And the Harney way is successful—more than 75% of the total sales are closed 


by Trade Acceptance—the goods are paid for before they are seen. 
So that whether you are close at hand or far afield, distance need be no 


handicap— 
The Shoes You Order Are the Shoes You Get 


P. J. HARNEY SHOE COMPANY 
Manufacturers of Shoes and Good Will 


Factory and General Offices 
LYNN - MASSACHUSETTS 


BOSTON OFFICE: 183 Essex St. IN-STOCK DEPT., 78 Lincoln St.; Boston 
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Heel «x4 Edge 
ENAMEL 


—gives that much desired 
RENEWED appearance to 
heels and sole edges. The 
newness endures, for Repco 
does not rub off. It contains 
no varnish, shellac or other 
gummy substance. Repco’s 
beautiful finish of lasting 
newness insures complete 
customer contentment. To 
meet every modish require- 
ment Repco can be had in 
Havana Brown, White, Iv- 
ory, Light Gray, Dark Gray 
and Champagne. 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 


BRANCHES 
Auburn, Me qioeste City, N Y 
nn, Oe eer see eeeeee 306 Philadelphia 221 North 13th 


Brockton, Mass 
Cincinnati arlboro, Mass 11 Florence Pee, Me Wino ccccccsccs 130 Mill 


37 Warren 


18 South Market Milwaukee 258 Fourth ‘ 
145 Essex New Orleans e 1423 Olive 
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» To get the mosf- or i ee 


BEACON, SHOE! 


FAMOUS FOR FITTING FEET 
EVERY DEALER IN THE COUNTRY 


can take advantage of our Stock Department because every 
Stock Style can be shipped with Beacon Trade-Mark, Speed- 
well Trade-Mark, or Unbranded if preferred. 


} 


—— 
— 


B 


il 


AA 


pee 





(SO STYLES IN STOCK } 





Illustrating Stock No. B515_ Price $8.5714 


No. B515 and Wine Russia Oxford---Dover Last 
B209 Dover Last 8-8 Wingfoot Rubber Heel, Sizes 
A and B, 6-11; C andD, 5to II. 


Stock No. B209_ Price $6.27 1% 


Gun Metal Square Throat 
Oxford—Dover Last 


8-8 Wingfoot Rubber Heel, Sizes 
B and C, 6-11; D, 5-11. 


Illustrating 


No. B510 
Trend Last Stock No. B510 Price $8.35 


Cordo Russia—Square Throat 
Oxford—tTrend Last 
Perforated Vamp and Eyerow, 
8-8 Leather Heel, Sizes A and B, 

6-11; C and D, 5-11. 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


18;South Wells St. Manchester Havana 
Chicago, Ill. New Hampshire Cuba 


Order from nearest point. Latest catalogue sent on request. 


. a 
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The “Soul” of a Shoe 


DOUBLE FELT HEEL 


——— 
-_—— 
— ae 





HIGH GRADE LEATHER 





Mr. Retailer: 


The most vital part of a shoe, just like that of a man, is a 
Good In-“‘soul.” There is no difference, except in the spelling. 
Vital, because of the real Comfort and Health-giving proper- 
ties that good “insole” possesses. “The Dayton” cushion 


insole has these qualities. 


Our high quality cushion insoles will win for you the trade of not only those who 
are now using cushion insoles but many who do not as yet appreciate their 
comfort. Made in all sizes for men and women. 


Write for a trial order. 


The Dayton Felt Products Company 


123 MILL STREET - - DAYTON, OHIO 


_————— = 
—— a a a a 
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Something New 
“ie “Ball and Ring” Bunion Stretcher 


Solve the Problem 
of Youngster’s Footwear 


Have a smart, snap- 
Py appearance com- ° 
bined with sturdy 
wearing qualities. 
They’re built on 
footform lasts. 
Smooth tread—No 
Tacks or Nails. 


oe CEE INR tet 


SPIE! ws 


Shoes of Service 
and Style The most compact and efficient stretcher invented. Stretches 
the exact spot. Note the self-locking device, holds the stretch 
any length of time desired. If your Jobber cannot supply, 
order direct. 


TRUITT BROS., Inc. 
BINGHAMTON - - NEW YORK Frank W. Whiteners Co. Boston and Chicago 
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: A NY of the P & V Leathers in the 


shoes you buy means that the 

highest standards of leather value 
have been incorporated. It means 
careful consideration by the manu- 
facturer and the shoe buyer—both the 
dealer and consumer. 
Character and. style in shoes are en- 
hanced by the use of P & V Leathers, 
which are the result of three genera- 


SP EMSRS RES CSE SSSR RES ESR ESPRESSO R RRP kes tebe e eee Be 


tions of quality leather production. 


Pfister & Vogel Leather (6 
(ox - Milwaukee, Wis. - 


ut 
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QUALITY 


GOOD BUCKLES 
















No. 416 





No. 214 


FURNISHED IN HIGHEST GRADE 
NICKEL OR BRASS PLATE 


WHOLESALE 


BUCKLES FOR FOOTWEAR 


No. 238 


SAMPLES 





nce 
fity of the RS: is. ns righ asiate. 
past.” oie eS: Bem 
~ Buckle In industry Shifted in New Britain , 
Se “Equally. as obscure as the statistics on eee 
of polishes is the history of buckle making in New. 
England. It is known definitely, however, that 
buckles were made in a small factory located on the 
" present site of North & Judd Manufacturing Company, 
_at New Britain, Conn., as. early. as 1812, . 


Company plant of today. This fact clearly discloses 
‘that buckle making has been part of the industrial life 
of New Britain for more than one hundred years, 


ms Buckle Industry Has Grown Tremendously * 
~~ The past year saw the buckle as a shoe ornament. 





ssed_in the matter of production. In the beyinny 
id the igh si soul 


[From New England Edition of Shoe Findings] 
—_—>——__ 


NORTH & JUDD 


MANUFACTURING Co, 


NEW BRITAIN 





















may we eliminate your counter troubles? 


ey FREE CONNECTICUT 
The 5 Its Users Are Its Best Recommendation 
Counter Flexit WE know you will want one of these wonderful little 4, 
Machine machines if you once try it out. Of the hundreds Price 
we have sold we have yet to hear one complaint. When $17.50 





With 


N the use of this machine we have eliminated our counter troubles. 


one stroke of the machine we make the counter soft and 


comfortable to the customer’s heel. 


THOMAS G. PLANT CO., Boston, Mass. 








COUNTER FLEXITY MACHINE CO., Lynn, Mass. 








$6.25 PER DOZ. PAIRS 


SOFT 
SOLES 


No. 820—Soft Sole—white, 
pink, blue and black+jkid 
vamps—white poplin tops— 
Sizes 0 to 4. $6.25 
per dozen. 


LITTLE CHICK‘SHOE CO. 
103 S. Wells Street - Chicago 











IN 
STOCK 


EXTRA 
VALUE 



































































Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting your Foreign 
Trade in Cuba, Mexico, the th American Countries and 

also in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade-mark rights 
in a trade name or mark 2 the first a a of 
ges use by another. This allows the piracy of valuable 

rade-marks in such countries. 

The Boot and Shoe Recorder ey a ny: and Trade- 
mark Department fully equipped to poomeey hentte your 
applications for Registration of Trade-mar ll F 

ountries, as well as in the United States. Address Soomall Inquiries 
to Boot and Shoe Recorder Patent and Trade-Mark Depart- 
ment, 207 South St., Boston, Mass. 
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Dark 
Boarded _ | 
Russia Bal. 


STYLE 
No. 967 


Price $9.25 


LH Se) ge >] > s >) >) 5 : >) >) = 
PRS RSS SSS GSO? S555 


we 


Rough weather calls for sturdy shoes. Brogues are 
popular as wear-without-rubber shoes. Replenish your 
stock from the “Barry” line. Here’s a good one. Im- 
mediate deliveries. Order today. Single pairs 25c extra. 


=.) 
<= 
A>. 








~ T.D. BARRY COMPANY 


gprs apron —e. U.S.A. 


CHICAGO OFFICE 
187 WEST MADISON STREET 
ROOMS 201, 202, 203 


XS 


(AA ID. 
SSS 


: LONDON OFFICE 
44 ST. MARY AXE., 
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Sp SS >> > SSSA 
| Theo Tie! 


Certainly! 


Wemakit! 


Ribbon ties are the correct new style 


504—Black Ooze Calf 

505—Brown Ooze Calf 

506—Black Glaze Kid 

603—Chrome Patent Leather......... 
—Widths AA to C— 


High Grade—Turn Soles—Full Louis Hees 
QUICK DELIVERY 


Atlantic Shoe & Slipper Corp. 


United States Hotel 


a EE BOSTON, MASS. 


SSS SSS 
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kn NOW READY! 
White Welt Shoes In Stock 
Early Delivery | l 920 DI RECTORY 
| OF 


Shoe Manufacturers 


Covering all the improved features of previous 
editions, thoroughly and carefully revised to 
date. Over 200 new firms and reorganiza- 
tions, changes in addresses, changes in lines of 
production, etc. Remember this is the only 


356—White Canvas Oxford, Fonda, Wood Cuban.. $6.50 Directory giving complete description of 


355—White Canvas Oxford. Erma, White Mil..... 6.25 | MI product, output in plain figures, and contain- 
856—White Kid Oxford, Fonda, Lea. Mil......... 9.25 | ; 
| ing the names of actual manufacturers—no 


ALSO 
056—Black Kid Oxford, Fonda, Lea. Mil......... 8.75 |Iiill jobbers included. 


556—53 Kid Oxford, Fonda, Lea. Mil............ 9.50 
Price $2.00 Postpaid 
UPHAM BROS. SHOE CO. 


Stoughton, Mass. Shoe Triades Publishing Co. 
IN 683 ATLANTIC AVE. ° BOSTON 
































She first Sep 
Soward a Sale 


is making, a favorable impression—Your mer- 
chandise will be jud%ed—show it to its best 
advantaje—its qualities are best enhanced by 
using, our Window Display fixtures and Back- 
grounds. Send for Catalogue T illustrating 
many styles and finishes—shows interesting, ideas 
for displaying, merchandise that will help you 


The Decorators Supply Co. 


Archer Avenue and Leo Street 
Chicago, U. S. A. 
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New Colonial productions 














20, by The Goodyear Tire & Rubber Co. 
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They Appeal to Every Woman’s 
Sense of Style, Value and Comfort 





“‘Of course, I have a more expensive, French-heeled shoe, 
but this Neolin-soled shoe has just as much style and 
it will give you far more service and foot comfort.’’ 





Women’s walking shoes bottomed with guaran- 
teed Nedlin Soles are smart in appearance and 
the most practical shoe that a woman can buy. 
They are made to give the utmost service. 


Their guaranteed long wear would more than 
compensate a higher price than the fair price that 
is asked for them. They combine durability and 
comfort with style. 


Being waterproof, they safeguard the health of 
the wearer when sidewalks and pavements are 
damp. 


Retailers who stock and show a line of guaran- 
teed Nedlin-soled shoes for women appeal to the 
feminine sense of good taste, value and comfort. 


And such a triple appeal is a sure source of 
profitable sales. 


THe GoopyearR Tire & Ruspsper COMPANY 
Offices Throughout the World 


Goodyear Wingfoot Heels are the guaranteed walking mates of guaranteed 
Nedlin Soles. They’re so good that more than eighty per cent of 
all shoes made in this country with branded heels are fitted with them. 


oles 


- COMFORTABLE 
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Buyers’ Easy Reference Directory 


*“Jhose totally different shoes * 
Women’s Brogue Oxfords 


IN STOCK Ny, 4559— 


Pfister & Vo- 
el’s Russia 
alf Brogue, 

Goodyear 
Welt, 12-8 inch 
Military Heel, 
Heavily __Per- 
forated. Widths 
A to D. 

Price. . . .$7.00 


173 SUMMER STREET 
BOSTON, MASS. 


No. 4559 


BLUESTEIN BROS. 
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147 LINCOLN STREET 
BOSTON, MASS. 


“THEO” TIES 


THE BIG SELLER FOR THE NEXT 90 DAYS 
Tee et Tele eliiitt 
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Boudoir Slippers 


IN STOCK 


At Once 
Delivery 


Blacks $1.75 
Colors $1.90 
Less 5% 10 days 


THE CONSOLIDATED SLIPPER CO. 
HAVERHILL, MASS. 








AN ATTRACTIVE OFFERING 


FOR AT ONCE BUSINESS 


IN STOCK NOW 
4189 Men’s Oxford—Mahogany Tan, Wing Tip, 
Brogue Pattern, English Last, Wing Foot 
Rubber Heel Attached. T7tol0onB. 5% 
tol10, Cand D. $8.15. 
4191 Same in Whole Quarter Pattern, Regular 
Straight Tip. 50. 


LANDE - RUTKIN SHOE CO. 


104 READE STREET NEW YORK, N. Y. 












































‘Welt Footwear WJ 
for Women } 


WELCH, MOSS & FEEHAN CO. 


HAVERHILL, MASS. 











—nationally 
advertised 


—distributed 
internationally 


A representative 
will call at your request 


STANDARD FELT COMPANY 
WEST ALHAMBRA CALIFORNIA 





Kistler, Lesh & Co. 


SOLE LEATHER 
AND 
BELTING BUTTS 


TANNAGES 
Mt. Jewett Burke Muskegon 


Boston, Mass. 


St. Marys 


332 Summer St., 





A relieved customer is the most appreciative 


There is a sure way to relieve your customers’ foot troubles, and 


insure them continual comfort—sell them FOOT-GUARDS. Your 


recompense for the service extended will be in the form of constantly 
increased revenue. Write us for details. 


<< ™’ 
hoot@tards 


FLEXIBLE ARCH SUPPORT COMPANY 
69 E. 12th Street New York, N. Y. 
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Seen Our Page Ad in the 
March “Munsey’s”? 












If You’re a | oe |__| If You're Nota 5s 
PRACTIPEDIST, Lead secant PRACTIPEDIST, 


Read It and Resolve to Be 


Don’t you wish you were one? Would it not be 


Read It and Be Proud You Are of thousands of 


foot sufferers, and 






You may well be proud. The world is learning of 














your attainments and of the value you have should especially interest pleasant to say, as you read this big magazine ad, 
fitted yourself to be to _your community. every shoe man and woman. “I am one of the Practipedists it tells about? 
a hon are eT od grag byes why re be? je ceeat room in ~ 
at display tihcates o! embership in profession for many is more, an 
this Association and their owners are re- N Ow On the room in this Association for every Practi- 
solving to trust their feet to no other pedist of good repute. It will take you 
—_ = those of L Rgenn ag News Stands —* short — with ean 7 
in future. You may we proud o study, to master this science 
your profession whether you are a Countless eyes are now reading the message this come eligible to join with us. We 
—, tty es a Py . Association gives therein to the public and a new and ppchacen: dagen - = te 
‘ canno prou : x. Wee : ecome a Prac- 
of yourself if you are staying broader conception of Practipedics and of Practipe- tipedict, and will aid in every 
out of the organization and dists is taking shape in myriads of minds. way where the right spirit 






is shown. Do you want 
to know about it? 





leaving this educational 


work to ater. Are #’ Many More Similar Educational 
| Ads to Follow 







That is one of the chief purposes of this Association—to keep on telling the 
public about our profession through the great national magazines until there remains 
® no person anywhere who does not know what 


PRACTIPEDICS 


is and what it means to him or her. We will follow one smashing ad with another so fast that the pres- 
tige of our profession will grow in great leaps and bounds. 
Every graduate Practipedist is eligible to become a member of this great fraternal organization of professiona\ 
Practipedists. Every one who is not already a member before this meets his or her eye is most cordially invited to 


| Let’s All Get Together 


and put this glorious profession of Practipedics in the front rank, where its importance entitles it to be. We can do it, 
and easily, if we will all work together in this Association. Thousands are already with us. Those others, who have 
been putting it off, should do so not a day longer. Remember, the advantages of membership are very great and the 


cost is almost nothing. 


A big, twenty-page booklet we have issued explains all about our plans, our organization and gives our Constitution 
and By-Laws. Every Practipedist and student of the science should get a free copy. 


Write For Full Information to 


INTERNATIONAL ASSOCIATION 
OF PRACTIPEDISTS | 


1533. Unity Building fa a Chicago 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the market based on 
surgical science and knowledge of shoe-making and fitting 


It is an integral 
part of the shoe; 
is locked to the 
insole. It cannot 
abrade the skin. 
It preserves the 
shape of the shoe, 
gives support to 
the arches and 


ease to the foot. 


Don’t put a quart 
into a pint meas- 


ure. 


It is fitted between the inner and outer soles of the shoe in the making and is a combination 


of science and sense. It is the answer to weak and brokenarches. Ask for shoes equipped 


with it. 


Auburn, Me 
Brockton, Mass 
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The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 





United Shoe Machinery Corporation 


BOSTON 


BRANCHES: 


Johnson City, N. Y........ 124 Main 
Lynn, Mass..... .......306 Broad Philadelphia 


Marlboro, Mass W Florence po. asester, N. Yeccccccceee 130 Mill 


Milwaukee 258 Fourth 


The finished, fash- 
ioned and fitted 
shoe is intended 
for the foot only. 
Anything added 
will cramp the 
foot, injure the 
arch and destroy 
the shoe. 


This is common 


sense. 


The shoe is for 
the foot and not 
a store house for 


appliances. 


1423 Olive 
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FOR MEN 


603 


Mahogany Cordovan 
Brogue Bal 
Heavy Single Sole 
Ritz Last 


THESE STYLES 


IN STOCK 


Mahogany Cordovan 


(UNBRANDED) 
Brogue Oxford 
FOR IMMEDIATE SHIPMENT — le Sole 
itz Last 


Packard Service 
means 
prompt attention to 


your orders 


625 





Biltmore Last riton Last 


601—Same style in Cordovan 


602—Same style in Cordovan 
on Biltmore Last 


on Ritz Last 








M. A. PACKARD COMPANY 
BROCKTON, MASS. 


Boston Salesrooms: New York Salesrooms: 


Mahogany Russia Calf Bal ea Russ. Cf. Lace Ox. 
a 
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60 South Street 127 Duane Street 
—> “pp x— : Y, {Dx 
Ps TK NEIY, Pair Made to Wear : 4P3 433 
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For “At Once” and F all, 1920 


MAHOGANY SANDALS AND OXFORDS 
McKAY AND STITCHDOWN BOOTS 








PRICE LIST? 








“sly 


eee HAGERSTOWN SHOE & 
LEGGING COMPANY 


HAGERSTOWN, MARYLAND 
U.S.A. 
































“STATE 0’ MAINE” Make Buyers 
SEREF SKINS Out of Passersby 


Natural Color Maximum Strength 


Thoroughly tanned in pure hemlock bark. 
Selected in standard grades for weight and . 

wality sales and increase your 
q profits. 








Attractive display fixtures 
will help you to boost your 


Besse, Osborn & Godel Hugh Lyons fixtures are 
INCORPORATED built to make window dis- 
plays distinctive—to make 

buyers out of passersby. 





Sheepskin Tanners 





51 South Street Selection of the right fix- 
Boston, Mass., U. S. A. tures and forms is made 
P j easy with Hugh Lyons cata- 
Tanneries: logs which will be sent you 
Peabody, Mass. Clinton, Me. upon request. 
































UGH LYONS & COMPANY 
40-4,0 ae = 10m 4-2 OO ee @) oe —) 0-9-9 2-9-0 
_LANSING ~ MICHICAN 


HICACO SALESROOM 


ORs 
Z 234 S. FRANKLIN ST 
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factory 
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It Pays to Sell 


Advertised Shoes--- 


Make sure that you SEE 
the Union Stamp in the 
shoes. 





In all of the influential labor journals of the 
country—with a combined circulation of millions 
—a continual, consistent appeal is being made 
for the purchase of shoes bearing the Union 
Stamp. 


Take advantage of this national advertising which 
costs you nothing by carrying a line of Union 
Stamp shoes. 


We will gladly send to retailers a list of manufac- 
turers making them. 


Be interested in your own welfare—send for the 
list today. 


Boot and Shoe 
Workers’ Union 


Affiliated with the American Federation of Labor 


246 Summer Street - Boston, Mass. 


COLLIS LOVELY General President 
CHARLES L. BAINE General Secretary-Treasurer 








&S, 
WORKERS UNION 
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Factory 
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BIG OXFORD YEAR PREDICTED 


EVERY INDICATION POINTS TO LARGE DEMAND 
FROM COAST TO COAST. “FISKE” STYLES SHOW 
PRESENT ee IN FASHIONS FOR MEN 














IN STOCK 
IN STOCK 
$6.75 | 


$8.25 


Stock No. 1540—‘Kv- 
Ko” Russia calf, oxford, 

“New York” last. - B, 
Stock No. 1519—“Ko-Ko” cordo oxford, 6-11; C, 6-11; D, 6-11. 
iy 58 last. A, 7-11; B, 6-11; C, 6-11; 

















UNBRANDED PLAIN CARTONS 











IN STOCK | IN STOCK 


$8.25 








Stock No. 7516—White Nubuck oxford, 
Stock No. 1518— “Ko-Ko” Russia calf white ‘‘Neolin’” Sole, white rubber heel, 
oxford, “Park” last. A, 6-11; B, 6-11; | ivory welt. A, 7-10; B, 6-10; C, 5-10; 
Cc, 5-11; D, 5-11. | D, 5-10. 





| 
| 
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Dealers will be acting wisely by anticipating the great call for oxfords and place orders now. 
It is easy to imagine the probabilities for lost sales if entire dependence is placed on the 
ability of factories to make deliveries when the season is farther advanced. Factory pro- 
duction is not yet up to normal on any lines, not only with us, but others, and with many 
orders for oxfords coming in at once, there is some disappointment sure to follow from slow 
deliveries. Order “Fiske’’ Oxfords today. 


FISKE SHOE & LEATHER CO. 


717-719 Atlantic Avenue, Boston 301-303 W. Monroe Street, Chicago 
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FOR CHILDREN 








a 


DEPENDABLE 
SERVICE 


You can be assured 
our stock lines will 
satisfy all your re- 
quirements at no ad- 
Spring Heel in All Leathers” vance in prices for Misses’ Pony Cut in All Leathers 
the present. 














Quick action in buying is necessary, however, as every 
indication points to a rising market in the very near 


future. 
Dr. Adler’s Shoes for Infants, Misses and Children will 


enable you to cash in on a live line by attracting a ‘‘come 
again’”’ trade to your children’s department. 


Over 300 Styles in Stock! No delay in shipment. Send 
for agency proposition and our newest catalog. 








HYGRADE SHOE WORKS 


108-110 DUANE ST., NEW YORK, N. Y. 


Factory, 2963-81 Atlantic Ave., Brooklyn, N. Y. Chicago Office, Lees Bldg. 
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OUR DICTO PUMP. 


JUST ONE. 


There are so many GOOD THINGS 
that can be said about PLANT PROGESS 
SHOES for WOMEN ---- 


"Perinstance" take JUST ONE thing, 
viz; the matter of BALL MEASUREMENT -- 
A WIDE TREAD on a last means WALKING 
COMFORT. 


NOTE this FULL TREAD on OUR SHOES, 
and at the same time, the GRACEFUL CON- 
TOUR of OUR LASTS. 


The SUCCESSFUL COMBINING of these 
TWO POINTS is an ACCOMPLISHMENT; it is 
the SCIENCE of WOOD DISTRIBUTION. 


Incidentally, OUR PRESENT SERVICE 
permits us to FILL ORDERS in from 
POUR to FIVE WEEKS TIME. 


as 
MANCHESTER, NEW HAMPSHIRE 
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WINDOW TRIMMING 
Big Event in Connection with Mis- 


souri Shoe Retailers’ Convention 


Window trimming in recognition of 
the advent of the Missouri Shoe Re- 
tailers’ Association holding its annual 
onvention in St. Louis the past week 
was notable in all the St. Louis retail 
stores and departments. It was also 
interesting to mark the extent to which 
St.-Louis-made footwear was utilized 
in the displays. The block-long front 
of the Stix, Baer & Fuller Dry Goods 
Company, for instance, devoted its 
windows on the Washington Avenue 
side to displays of the footwear produced 
by the Hamilton-Brown Shoe Company ; 


Brown Shoe Company; Boyd-Welsh 


INS 


News in Shoe Markets 


and Merchandising 
nts m America’s Shoe Cénters 


St Louis 


Shoe Company; Friedman-Shelby Shoe 
Company; Johansen Bros. Shoe Com- 
pany; Johnson, Stephens & Shinkle 
Shoe Company; Lund-Mauldin Com- 
pany; Pedigo-Weber Shoe Company; 
Peters Branch of the International 
Shoe Company; Roberts, Johnson & 
Rand branch of International Shoe 
Company; Shoe Specialty Mfg. Com- 
pany; Vinsonhaler Shoe Company and 
Brauer Bros. Shoe Company. 

Not only were the windows highly 
attractive, but they also presented 
further evidence of the advance made 
by St. Louis shoe manufacturers as 
indicated by the displays at the Boston 
convention last month. Other stores 
and departments also made displays 
for the benefit of the visiting shoe 


Ee 
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Develop-~ 
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men as well as to attract the local 
trade. 


ST. LOUIS EXHIBIT 


Showing Made at Boston Results in 
Many Orders 


At a meeting recently of the St. 
Louis shoe men, wholesale and retail, 
interested in the trip to the Boston 
convention and especially the displays 
made by the twenty St. Louis shoe 
houses at the shoe exposition in Me- 
chanics Hall, the details of the joint 
exhibition were pretty well closed up 
and the results of the display reviewed. 
It was the generally expressed belief 
that not only was the St. Louis joint 
display the most effective made at the 
exposition, but also that it had en- 


wert tee 
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Annual Banquet of the Brown Shoe Co., Hotel Statler, February 3, 1920 
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Where to Buy 


Women’s Shoes 

















The Line of 100 Styles 
ef Comfort Shoes 


Jullets — Oxfords — Bals 
‘Polish. 


Lined — Men’s Slippers. 


TIMSON BROS., Inc. 
Boston, Mass. 








PHILLIPS-CRAM CORP. 


Successors to 
NASON & PHILLIPS 
Makers of 


, e. 
Women’s Turn Slippers 
276 River Street - Haverhill, Mass. 
Boston Office, 207 Essex Street 








BARNETT SHOE CO., Boston 
Immediate Delivery 
Patent Chrome Hand- 


Turned Opera Pumps, 
17-8 Covered Louis Heel, 


Cc,D. 24-7. 


$4.50 








Black Kid Hand Turned Seam- 
less Opera Pumps, te Breasted 
Covered Louis Heel, 


’ $5.50 


, 
Same in Patent .. . 5.10 
Terms 2%-10, net 30 


BARNETT SHOE CO. 


110-112 Summer St. Boston, Mass. 








In Stock Boudoirs 
No. 202, Black, $1.65 

. 200, Red . 1.75 

. 201, Tam . 1.75 


- 203, Pink . 1.75 
- 204, Blue . 1.75 


THE WESTCOTT-WHITMORE co. 


Syracuse, N. Y 








High-Grade Black Boudoirs 
IN STOCK 

$1.50, $1.55, $1.60, $1.65, $1.75, $1.85 Grades. 

Pink, a Tan, Red, $1.70, $1.75, $1.80, 

$1.85, $1.90, $2.00 Grades. 

Terms 3% 10 days. Best workmanship. 
Clean linings. Leather heels. Quilted socks. 
THE ORIENTAL BOUDOIR CO. 

69 Essex St. Haverhill, Mass. 








COLLINS & STAPLES 
Makers of HAND TURNED 
PUMPS 


Full Louis Heels 
Patent Leather and 
White Polar-Kloth 


Factory, 118 Pheenix Rew 








Boston Office, 110 Lincein St. HAVERHILL, MASS. 


WHITES THAT ARE WINNERS 
TANIMAN 





| WW TURKS“ MAYS. 
ARTMAN SHOE COMPANY 


HAVERHILL, MASS 
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lightened many a visiting manu- 
facturer who had not heretofore been 
inclined to accord to the St. Louis shoe 
market its real position in the produc- 
tion of style footwear. The effect upon 
the retail merchants was also reported 
as having been most notable, as shown 
by the interest taken in the samples and 
the visits made to the sample rooms 
opened by St. Louis houses elsewhere 
in Boston during the show. More than 
that, the St. Louis houses have been in 
receipt of a very considerable number 
of inquiries since the show and likewise 
of visits of retail merchants en route 
home from Boston who finished their 
advance Fall buying with an inspection 
of the St. Louis lines. 


Plan for Milwaukee 


The St. Louis manufacturers have 
made a tentative reservation for a 
similar joint display at the convention 
in Milwaukee next January, and will 
proceed with the formation of definite 
plans as soon as practicable. It is 
expected that the same group of manu- 
facturers and wholesalers, in the main 
at least, will participate in the 1921 
showing of St. Louis shoes. 


NEW REGAL HOME 


In New Arcade Building at Eighth 
and Olive Streets 


The Regal Shoe Company has taken 
a lease on a storeroom in the new 
Arcade Building at Eighth and Olive 
Streets, which it will make one of its 
chain stores in St. Louis, several being 
already in operation. It is intended to 
put in equipment of the latest and most 
attractive and to make the store one 
of the handsomest in the entire chain in 
the country. The new building is in 
itself a novelty, being devoted not 
alone on its ground floor but also in its 
corridor and on its upper floors chiefly 
to specialty shops handling various 
classes of small merchandise. 


ST. LOUIS STOCKS 


Despite Fluctuations the 
Country Over 


Firm, 


The general gyrations of stock 
markets over the country have not had 
any senious effect on thelocal market for 
shoe stocks during the past week. 
Brown Shoe Company, Inc., preferred 
was recorded at $96 bid and $98 asked 
while the common was $90 bid and $100 
asked. International Shoe preferred 
was quoted at $107 bid with no offers 
and International common at $125.50 
bid, also with no offers. No transac- 
tions were reported in Hamilton-Brown 
Shoe Company stock, the recent high 
prices being well held and no disposition 
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shown on the part of holders to let go 
of any of their shares. 


FACTORY ADDITION 


Construction Work on Hamilton- 
Brown Plant Progressing 


The construction work on the ad- 
dition to the factory of the Hamilton- 
Brown Shoe Company, at Union, Mo., 
is sufficiently progressed to make it cer- 
tain that the additional capacity will be 
available very early in the coming 
Spring. The addition, which forms an 
L on the present plant, will double the 
output capacity for the plant, which 
manufactures a medium’ grade line of 
women’s and boys’ shoes. The addition 
is a 3-story structure of brick and when 
in full operation the daily capacity of 
the entire factory will be about 5,000 


pairs. 
IN FLORIDA 


Jackson Johnson and Family Spend- 
ing Month at Palm Beach 


Jackson Johnson, chairman of the 
board of the International Shoe Com- 
pany, accompanied by Mrs. Johnson 
and their younger children, have gone 
to Palm Beach, Fla., for a month’s stay, 
partly for the pleasure and partly to 
avoid influenza possibilities. The 
epidemic, however, is showing marked 
signs of diminution. 


ST. LOUIS NOTES 


Live Wire News of Shoe Men and 
Events 

W. F. McElroy and W. M. Sloan of 

McElroy-Sloan Shoe Company have 

returned from a business trip to Lynch- 


. burg, Va. 


J. B. Luckett, manager of credits for 
McElroy-Sloan Shoe Company, who has 
been confined to his bed for some time 
with influenza, is convalescing. 

Frank C. Gladley, who for eleven 
years was connected with the Brown 
Shoe Compesny, died January 25 at 
Baton Rouge. James O. Evans will 
take charge of Mr. Gladley’s territory. 

Frank Carrick of the Brown Shoe 
Company, because of ill health, has been 
forced to retire from active business. 
P. O. Green has taken his place. 

Tbe Central Shoe Company closed 
the year of 1919 with the phenomenal 
record of 7814 per cent increase in ship- 
ments over the previous year. This 
remarkable record is due largely to the 
aggressive spirit of the entire manu- 
facturing, executive and sales organiza- 
tion. 

A very interesting and enthusiastic 
convention was held last week, which 
terminated with tbe annual salesmen’s 
banquet held at the Statler Hotel's 
17th floor Banquet Hall. 


¢ 
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Rochester 


UNUSUALLY ACTIVE MEETING 


Rochester Shoe Merchants Plan to 
Kill Pure Shoe Bill 


Probably the most active gathering 
of the Rochester shoe merchants was 
held on Friday at the Chamber of 
Commerce. Extensive plans for real 
‘onstructive work were outlined and a 
few committees appointed to start 
things moving. The Rochester As- 
sociation will exert every effort to kill 
the Pure Shoe Bill now before the New 
York State Legislature. A committee 
consisting of George Schmanke, William 
Shields and R. L. Fitzgerald was named 
to draw up resolutions protesting against 
the measure and to forward copies of 
the resolutions to Assemblymen Simon 
L. Adler and James L. Whitley and the 
New York State and National Shoe 
Retailers’ Association. 


STATE CONVENTION EXHIBITION 


Four Local Manufacturers Already 
Signed Up for Space 


Four Rochester shoe manufacturers 
have already signed up for space at the 
New York State Shoe Retailers’ As- 
sociation Convention and will display 
their lines at that gathering to be held 
July 13 and 14. A committee con- 
sisting of William Pidgeon, Jr., I. Fried- 
man and E. S. Short will call on Roch- 
ester shoe manufacturers and explain 
the advantages of spreading the local 
lines at the New York State Convention. 


MAIL ORDER COMPETITION 


Rochester Shoe Merchants Practi- 
cally Immune 


That Rochester shoe merchants are 
practically immune from out-of-town 
cheap mail order competition was the 
opinion of the majority of those present 
at the weekly meeting of the shoe men. 
While the mail order houses are un- 
doubtedly cutting in on the business of 
the local merchants, still it is evident 
that not enough shoe busiziess is taken 
out of Rochester by the cut rate mail 
order firms to warrant any immediate 
action. 


AGAINST MISLEADING ADS 


Vigilance Committee Work with 


Rochester Ad Club 


The discussion of the mail order 
competition brought up the problem 
of misleading shoe advertising by local 
retail stores. The use of coined words 
and terms intended to heighten the 
value of the advertised shoe in the 
consumer’s mind was disapproved. 


Members of the association will watch 
the newspaper advertisements of the 
local merchants and report all question- 
able advertising. These advertise- 
ments will be presented to the members 
for their opinions and if ‘found guilty” 
the advertisement will be turned over 
to the Vigilance Committee, which will 
work with the Rochester Ad Club in 
clearing up matters. 

of Rochester Are Good 
Judges Thereof 


Women 


In the opinion of Charles H. Hel- 
bacher, president of the Rochester Shoe 
Dealers’ Association, local femininity 
are good shoppers when it comes to 
purchasing shoes. Most of them have 
relatives or know someone working in 
the many shoe factories in Rochester 
through whom they naturally acquire 
a vast amount of information on shoe- 
making and the materials that enter 
into the manufacture of footwear. 


ODDMENT SALE 


Twenty-Eighth Semi-Annual at Mc- 
Farlin Clothing Co. 


The 28th Semi-Annual Oddment Sale 
of the McFarlin Clothing Company 
offered many “bargains” in shoes for 
men and boys. Tan shoes with buck 
top, tan oil grain shoes, and Hanan’s 
black shoes for men were included in 
the sale. The prices ranged from $5.85 
to $12.60. For boys the prices ran from 
$2.65 to $4.15; broken sizes in men’s 
rubbers were sold at 89 cents. 


SPRING STYLES 


Shown by Sibley, Lindsay & Curr 
Co. 

A special window trim of women’s 
Spring pumps and oxfords attracts the 
attention of the passerby to the foot- 
wear sold at Sibley, Lindsay & Curr Co. 
Short vamps are particularly featured 
in brown calfskin, black and white. No 
extreme styles are shown, the styles 
being mostly stripped pumps and 
oxfords. 


AMATEUR AD WRITERS 
THANKED 


By William Pidgeon, Jr., for As- 
sistance Rendered 

William Pidgeon, Jr., whose store 
is entered in the local amateur ad- 
writing contest answers each contestant 
with a personal letter and thanks each 
individual for any suggestions or ideas 
offered. All ads submitted are care- 
fully filed and will be used from time to 
time. Mr. Pidgeon believes further that 








Where to Buy 


Women’s Shoes 

















QUALITY 


Boudoir Slippers 

In Fine Cabretta, $2.10 

In ilted Satin, 2.40 

Also Women’s Turn Com- 

fort Shoes and Oxfords, and 

Men’s Slippers. Quality 

NO READING. MASS Always. Promptshipments 
ABBOTT SHOE CO., No. Reading, Mass. 








HOUSE SLIPPERS 
Ladies’ 1-Strap Sandal 
ye ta iis 
rete day = 
der received. 

The Baker Shee Ce. 
280 River a 
Haverhill, ass. 








Comforts—In Stock 


Stock Ti "Gator, ~ 
, ee x - 
$3.65. ‘ule. 
Cush’ nett 
Sold direct 24 
case lots only. 4, 8, 
5, 9—E-EE. 
Fair-Way Shee Mfg. 
Newburyport, wo 








ALGIER SHOE M’F’G CO. 


Highest Grade Women’s Shoes Turns and Welts 








138 Broadway, Brooklyn, N. Y. 











WOMEN’S NOVELTY STYLES 
READY TO SHIP 
CASE LOTS 
Oxfords, Two-Eyelet Ties, 
Pumps, Sport Shoes 
L. SCHAPIRO SHOE CO. 


(Shoes of Today) 
73 South St., Boston. Mass. 








QUESTIONS 
ANSWERED QUICKLY 


in ‘‘Where to Buy” columns—a 
growing directory for all the trade, 
aber gpaone = answers briefly to cur- 
rent problems in merchandising. 








For Shoe 

Merchants 
INFORMATION wie. 
‘Where to Buy” constitutes a 
source of knowledge so that be who 
runs through these pages may read 
—and learn. 























Where toBuy 


Men’s Shoes 








HOMPSON BROS SHOE 
MEN'S FINE SHOEMAKERS 
BROCKTON 





























Bp ne 
La Cresse Boot and anes Mfg. Co. 
La Crosse, Wisconsi: 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
BROCKTON, MASS. 




















Gentlemen’s 
Shoes 
A.E, Nettleton Co. 


SYRACUSE, N. Y. 


THE 
ettleton 











foR-1 EN 


wfio care to dress 
well~ ‘~ 


TDBARRY C2 


Brockton, Mass. 


TRADE MARK REO. 
US PAT Ofnice 

















STYLE and SERVICE 
in SHOES for MEN 


ae 33 7SSEEr on. 
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every piece of copy submitted should be 
rewarded and in the letters he sends out 
offers a cash discount of 10 per cent on 
every purchase made at his store. 
“‘We had nothing whatever to do with 
the awarding of prizes,’ the letter 
reads, “‘but we feel that some part of the 
success of the contest was due to your 
efforts, and that everyone who wrote 
an ad helped to benefit us. ”’ 


STORE EXPANSION 


Louis Bros. of Auburn, N. Y., Have 
Acquired Third Establishment 
Louis Bros. of Auburn, N. Y., have 

outgrown their store space at 25-27 

Genesee Street, and have now enlarged 

to include the adjoining store at 29 
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Genesee Street. It is 15 years since 
they started in business, and they have 
been growing steadily from their in- 
ception. 

To the Clothing and Gents’ Furnish- 
ing Department will now be added a 
Shoe Department. One store will be 
devoted to clothing, another to furnish- 
ings and the third to shoes and rubber 
footwear. The rearranged store will 
be ready for opening on March 15. 

The whole establishment will be 
overhauled, and when completed will 
be one of the finest retail stores in the 
city of Auburn. 

In order to reduce stocks of undesir- 
able or broken lots, a two weeks’ sale 
was instituted. 


Cleveland 


SPRING DISPLAYS 


Windows of Retail Shoe Merchants 
Feature Coming Season’s Models 


Clevelanders have their eyes set for 
the first messages of Spring, notwith- 
standing the ground hog saw _ his 
shadow not long ago, and retired to 
await six weeks more of Winter before 
venturing out again. 

There haven’t been many birds seen 
in this city. The robins have not ap- 
peared, nor have any of the other mi- 
gratory birds that live here in the 
warmer months. But the retail shoe 
merchants are alive as to what is in the 
consumer’s mind. The display win- 
dows give plenty of evidences of ap- 
proaching Spring. 


NEW OXFORD 


Shown by Pockock-Wolfram, 520 
Euclid Avenue 


Pockock-W olfram, 520 EuclidAvenue, 
have a new oxford on display, that is 
attracting much attention and many 
buyers. It is a street shoe of mahogany 
calf, with the medium welt sole and 
medium walking heel. It is said to be 
just the oxford for wear with spats now. 
The long toe effect, with the straight, 
stitched tip, the glove-fitting instep, all 
make a particularly attractive model. 


AT CHISHOLM’S 


Mahogany Low Cuts—Also at Ames 
Company 


The opening of the low-shoe season 
has brought into the display windows of 
the Chisholm stores a variety of low- 
shoe styles, with the brown seeming to 
predominate. The prevalence of ma- 
hogany color in large numbers of models 


seems to indicate that there will be an- 
other big run on this tone in the coming 
nine months. 

The Ames Company Shoe Depart- 
ment is pushing to the front a new ox- 
ford de luxe as they term it. It is 
described as “an aristocratic dress ox- 
ford, with satin overlay top, French 
heels and turned soles.”’ A soft, patent 
kid with gypsy seam vamp is proving 
a popular model. 


BOOTS SHOWN 


And Bought by Public for Next 
Winter 

But the Spring models have not an 
absolute monopoly on the show win- 
dows, by any means. Many consumers 
are looking for boots to wear next. Win- 
ter. And plenty of them can be found 
in the stores and at prices that are not 
so high when compared with the pre- 
war figures. Of course the prices are 
greatly reduced from the figures that 
prevailed when the boot was in season, 
but by throwing together a lot of models 
and averaging the price, the merchant 
is able to meet expenses and at the same 
time give the consumer something very 
good for next Winter. 


SPECIAL OFFERINGS 


At the Stone Shoe Company and 
Stearns Company 


The Stone Shoe Company, 312 Euclid 
Avenue, in addition to showing the 
advance styles for Spring, is conducting 
a ‘‘winding-up boot sale.” 

The Stearns Company placed on sale 
131 pairs of women’s boots, with size 
range incomplete, but at a good figure 
and the store was crowded with women 
long after the pairs were exhausted. 
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NEW STORE 


The Feltman & Curme Shoe Com- 
pany Opens Today 


The Feltman & Curme Shoe Com- 
pany, which operates a chain of twenty 
shoe stores in the Middle West, opened 
« new store in this city today, February 
21. 

The store here will be located at 
27 Euclid Avenue, in the heart of 
1e business district, and workmen have 
‘en busy for several days installing 
-w flooring and fixtures. 

A. Elmquist of Chicago, who for two 
‘ars has been with the operating com- 
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pany, will be installed as manager of the 
Cleveland store, and O. M. Vaughn, 
for five years in an Indianapolis store 
of the company, will be assistant 
manager. Mr. Vaughn is now in the 
city looking after the stock and 
superintending the installation of fix- 
tures. 

The company is laying plans for a big 
selling program on the opening day, and 
will give a pair of silk hose to each pur- 
chaser of a pair of shoes. 

C. H. Feltman, who started his first 
store in Indianapolis, and his partner, 
A. A. Curme, are the owners of the 
chain of stores. 


Columbus 


JANUARY SALES 


\ighly Satisfactory—They Are Con- 
tinued Throughout February 


When local shoe merchants figured up 
their total sales for January, they were 
greatly pleased with the showing, since 
most all of them had the best January 
in their history. This was in spite of 
the bad weather which prevailed during 
the latter part of the month, the ice 
on the streets having kept many women 
at home, even though they were anxious 
to get to the stores before the close of 
the special sales. Several of the down- 
town stores will continue their special 
sales for several weeks in February, as 
they need all the shelf room they can 
find for their Spring footwear, which is 
being shipped to them very promptly. 


PRICE REDUCTIONS 


Featured by Dunlap, Brownings, 
Travers and Newark 


The Dunlap Shoe Company is hold- 
ing a special sale in all departments, 
featuring a genuine Munson Army shoe 
at $7.35 as a special sale, while they 
last. Brownings, Travers and the 
Newark Stores are also featuring 
special price reductions on all their 
footwear. Someofthe prices which these 
concerns have placed on their goods 
would remind the public of the pre-war 
days, when prices for first-class mer- 
chandise were about 50 per cent below 
the present price. 


SPRING FOOTWEAR 


Fine Showing at F. & R. Lazarus 
Company 


From the displays of Spring footwear 
which the F. & R. Lazarus & Company 
have shown the past week, one would 
think that we were in the midst of the 
Spring season. All the wanted colors, 


in all the variety of styles, were on dis- 
play, and many sales were made to the 
fair sex. The one and two eyelet tie 
with Louis heel seems to be the popular 
style for the pre-season demand, brown 
kid, the leather in greatest demand. 
R. C. Dunlap of the Dunlap Shoe Com- 
pany, who has been confined to his 
home for the past several weeks, is now 
out, and taking an active part in the 
management of this concern. 


INTERESTING NOTES 


Regarding John Baird and Charles 
Graham 


When it comes to putting anything 
over in any financial drive, the officials 
always look to the shoe man for sup- 
port. John J. Baird of the A. E. Pitts 
Company has been selected as general 
chairman in charge of the drive of the 
Volunteers of America for $100,000 for 
their new Community Center. 

Charles O. Graham, who for about 20 
years was connected with Eben S. 
Baird & Co.,. has resigned his position, 
and is now manager of the new Kirby 
Store, located on South High Street; 
this store has just passed through the 
opening week, and met with a wonder- 
ful success. 


THOMAS McGOVERN 


Buys Controlling Interest in Riley 
Specialty Shoe Company 


Thomas McGovern, who for the past 
several years has been connected with 
the Riley Shoe Company as general 
manager, has left this organization and 
purchased a controlling interest in the 
Riley Specialty Shoe Company of 
Logan, Ohio, in which concern he be- 
comes treasurer and general manager. 
With Mr. McGovern’s past record, it is 
safe to say that the new concern will 








Where to Buy 


Men’s Shoes 

















THE TQUGAS” SHOE 


BETTER THAN THE BEST 
Strengthen your line with the fast-selling 
men’s welts we can send you. In stock. 
Made to order. 

GEO. N. TOUGAS SHOE CO. 

161 Summer St., Boston 








FINE FASHIONS 
FOR MEN 


Ready to ship, unbranded, plain cartons. 
Maximum style at minimum price. 
FISKE SHOE & LEATHER CO. 


717-719 Atlantic Ave., Boston 
301-303 Monroe St., Chicago 








Stock Dept. 5 


Is at Your Service 


THE STETSON SHOE CO. (Ine.) 
South Weymouth, Mass. 








Men’s Welts 


UNBRANDED UNION MADE 


IN STOCK 
DIAMOND SHOE CO. 


F Salesroom 
martin tndae tenten RY. 











Where toBuy 


Men's, Women’s and Children’s Shoes 














IN STOCK—Specialties in 
Women’s, Misses’ and Children’s 
Shoes, Slippers, Spats, etc. 





Our Turn Shoes %, Children 


are scientifically constructed 
on nature form lasts and of 
demonstrated Satisfaction. 


SCIENTIFIC SHOE CO., Inc. 
11-17 Hope St., Brooklyn, N. ¥. 


Boston Office, 207 Essex St. 
G. W. PFEIFFER, Rep. 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
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Where to Buy 


Children’s Shoes 

















SOFT SOLES 
A Wonderful Line for the 
Wholesaler 


All leathec lines rang- 
ing in prices from 
oprere. Also 


and 2 pieces. 
NU BABY SHOE CO., East Lynn, Mass. 











Newcomb-Anderson Shoe Co. 
SOFT SOLES FOR 
JOBBERS ONLY 


Sold Up Solid to April, 1920 








“ELAM”? 


Flexible First Step Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 








| HH EREEL, AND 





Tredlite Steppers 
for Boys and Girls 

GUARANTEED 

FOR 75 DAYS 

Write for Particulars 

Henry Klei:e & Co. 


Chicago 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 

















Where toBuy 


Rubber Footwear 














MAKERS OF 
DISTINCTIVE 
RUBBER 
FOOTWEAR 
CAMBRIDGE RUBBER (9. CAMBRIDGE. fi 18 
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greatly benefit by his addition to the 
company. 

Wade S. Kennedy, formerly of the 
Irving Drew Shoe Company of Ports- 
mouth, Ohio, has assumed his new 
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duties as general manager of the Riley 
Shoe Company. With Mr. Kennedy’s 
past. business experience, he will bring 
to this company many ideas which wil! 
be a great asset in his new location. 


Philadelphia 


TRADE DULL 


Little Increase in Volume of Retail 
Sales Reported 


While a good many shoe merchants 
here report that sales have shown some 
improvement in the past week there has 
been nothing in the nature of a real 
stimulation to business as yet. The 
between-season dullness is still more 
conspicuous by its presence than by its 
absence. Continued heavy weather, 
however, has maintained a_ certain 
demand for heavy footwear and rubber 
goods, if it has held back sales in other 
directions, and so in a measure has 
compensated. Stocks of heavy foot- 
wear in the retail stores, however, do 
not generally show the wide selections 
that were obtainable a few months ago. 
And the falling off of special sales in 
the retail trade attests the fact that old 
stocks are pretty well cleaned out by 
now. 

New goods also are naturally handi- 
capped by the higher prices which must 
be asked for them, and while the trade 
is confident that the coming season is 
going to be a good one so far as money- 
volume of sales goes, it is only to be 
expected that an advanced scale of 
prices is slower in getting under way 
than a lowered one would be. 


LEATHER RISES 


Upward Tendency Noted, Partic- 
ularly in Higher Grades 


There is a strong tone in the Phila- 
delphia leather markets despite the fact 
that the volume of business done, on the 
whole, is comparatively light, and there 
is to be noticed an upward tendency in 
prices, particularly in the higher grades. 

A number of large orders from 
Western shoe manufacturers are re- 
ported, and there have been a number 
of rush orders put through for Eastern 
manufacturers whose scheduled receipt 
of goods was interfered with by the 
weather tie-up of transportation facili- 
ties. Rush orders from the shoe finders 
however, have fallen to the smallest 
volume recorded this Winter. 

The recent storms which tied up 
traffic within the city have caused 
serious inconvenience to a number of 
Philadelphia manufacturers, but in 


the main the volume of productio 
has been well maintained, and toda 
is well up to schedule. 

Philadelphia manufacturers can si 
no hope of lower prices for a long tin 
to come; not even of the slighte: 
reduction. On the contrary there 
talk of the necessity of making furth: 
advances at an earlier date than wi: 
estimated. 

All the talk among the tanners « 
well is of higher costs which must in 
evitably force increased prices. 


CONSUMER ADVERTISING 


Weimer, Wright & Watkin Com.- 
pany Aiding Its Customers 


The Weimer, Wright & Watkin 
Company is conducting a consumer 
advertising campaign in the Philadel- 
phia newspapers, with copy base 
squarely on price appeal, and cal- 
culated to educate the public regarding 
the “3 W’s Lenox Shoe” trade-mark 
displayed in the windows of those retail 
stores handling the Weimer, Wright & 
Watkin Company’s line. 


BANQUET FEBRUARY 18 


Philadelphia Shoe Retailers’ As- 
sociation Dines 


On February 18 the Philadelphia 
Shoe Retailers’ Association held its 
annual banquet. The affair took place 
in the Gold Room of the Adelphia Hotel. 
The attendance was exceptionally large, 
and an interesting program of speakers 
was arranged. 


NO CRITICISM YET 


Fair Price Committee Attacking 
Other Trades, However 


The Philadelphia Fair Price Com- 
mittee, now that it is in operation at 
last, gives every indication that it is 
going to stir up retail trade quite 
actively. Having made a number of 
publicity attacks on the food trades 
it has already turned its attention to 
the retailers of women’s garments. 
But so far it has brought no prosecv- 
tions nor accusations against specific 
merchents, nor has it touched at @!l 
upon the matter of retail shoe prices. 
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FEW SALES 


Special Offerings Not Noted—A Few 
Exceptions 


A half-week sale of men’s high 
-ordovans and calfskins has been staged 
by the American Boot Shop at prices 
of $8.75 and $6.45 respectively. And 
the department stores too have been 

aking some special offerings. But 

ide from these there have been but 

w special sales of shoes in this city in 

e past week. 


FIRE INSURANCE 


Many Applications Under New 
N.S.R. A. Plan 


Many applications for fire insurance 
under the new reciprocal plan approved 

the Boston Convention are being 
received at headquarters. Instead 
cof mutual companies, as has been done 
in the past, the National Shoe Retailers’ 
Association members will use the Retail 
Shoe Dealers, National Underwriters, 
which was recently organized in Ohio 
through the efforts of Henry F. Hage- 
mann, former secretary of the National 
Shoe Retailers’ Association Fire Insur- 
ance Board. Philadelphia Headquarters 
bas inaugurated an Insurance Depart- 
ment in order to give the prompest kind 
of service to the members, and applica- 
tions can now be handled in this way. 
The Shoe Dealers’ National Under- 
writers also have an office in Philadel- 
phia offering facilities to co-operate 
with headquarters for the prompt 
issuance of binders. 


HEADQUARTERS BULLETIN 


Issuing Large Number—1921 Con- 
vention Space in Demand 


Headquarters Bulletin which is now 
on the press is the largest number of 
the Official Bulletin ever issued, and 
contains a complete summarized report 
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of the Boston Convention. The Bulle- 
tin will appear in 9 three-column make- 
up. 

Reports from Milwaukee which have 
so far come to headquarters indicate 
that the manufacturers are eager to get 
in on the ground floor for exhibit space 
for the 1921 convention. More than 
two hundred applications have already 
been received for space. 


WORTH-WHILE NOTES 
From President of the Philadelphia 


Shoe Retailers’ Association 


A. C. McGowin is spending the month 
of February in Florida. 


The Philadelphia Shoe Retailers’ 
Association annual banquet was held 
Wednesday, February 18, at the Adel- 
phia Hotel. An excellent program was 
arranged, and a large number of retail 
shoe merchants attended, accompanied 
by their lady friends. 


“Kofoed,” the Germantown Avenue 
retail merchant, has given up the shoe 
game. 

The Trifex Shoe Company will 
open shortly at 2712 Germantown 
Avenue. 

The Executive Committee for the 
coming State Convention met at 
Harrisburg, February 9, and talked over 
the big affair. March 8-9 should see 
every live. retail shoe merchant in 
Harrisburg. Dave Strumpf, George 
Garmon and Al Forster attended the 
meeting. 

I. Sabel, secretary, is back again on 
the job after a touch of the “grip.” 

Rubbers, rubbers, rubbers! My, how 
they are in demand in Philadelphia! 

Watch these columns for P. S. R. A. 
news! 

Sid Jacobs is now the possessor of a 
Cleveland. Some boy, some car! 


Buffalo, N.Y. 


BUSINESS GOOD 
Stimulated by Heavy Purchases of 
Overshoes and Sport Shoes 


A protracted spell of cold weather 
and a heavy snow fall have put plenty 
of life into the shoe, overshoe and rub- 
ber trade here recently. On account of 
the encouragement given by the Buffalo 
Park Department to Winter sports, 
skating, tobogganing, hockey, etc., have 
reached a high point of development in 
Buffalo this Winter and have helped 


to make the heavy shoe business active. 
Buffalo is predicting a drop in food 
prices on account of a letting-up of 
exports to Europe. It is figured that 
if the break comes, Buffalonians will 
have even more money than at present 
to spend for high-grade footwear. 
Local industrial plants are advertising 
for more men and are hiring hundreds 
of additional helpers each week. Shoe 
merchants are therefore convinced that 
good times will continue and that they 
will share in the prosperity. 
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Standard Shoe Materials 
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Exclusively 
Fine Calfskins 


HUNT-RANKIN 
LEATHER CO. 
BOSTON MASS, 











GUARANTEED 
TWO YEARS 


GORE Hub Gore means ality and 
A Service, because the Best of 
Materials and Highest Skilled 

Labor are Used 
BOSTON OFFICE NEW YORK OFFICE 
52 Chauncy St. 395 Broadway 




















The One 

Waterproof 

Leather That 

Takes and Re- 

tains a Polish 

Creese & Cook Co. #2 Sout" firest 


Tanneries at Danversport 








: T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas 


F. E. JONES COMPANY 


corors MAT KID 


95 South Street, Boston 











SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties; 
what to use and where to get it, 
is a part of “Recorder” service to 
merchants. 
































Where to Buy 


Engraving, Printing and Dies 
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COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960—4961 

















Where to Buy 


Shoe Cuts 

















orrer FREE USE 


Of Shoe Cuts, Covers, Borders, Ete., for your 

Booklet, Catalog or ey # if lace the 

priating with us; or we will Sell oe Electres at 
SEND FOR FULL PARTICULARS - 

N. H. GROVER CO., R 63, 161 Summer St., Besten 











EDITORIALLY, THE 
Boot and Shoe Recorder 


is the most alert, aggressive and pro- 
ive journal in the world pub- 
fished d for the shoe mercbant. 
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REGARDING HOSIERY 


Women’s French Lisle Hose in Colors 
at $2.00 Wanted 

A Buffalo buyer expressed the opinion 
that “women’s French lisle hose in 
colors, retailing at $2 a pair, would un- 
doubtedly sell well in this city. He 
explained that they would be popular 
among those who would be not able to 
pay $4.25 for good silk hosiery. He also 
explained that a good French lisle at 
$2 would be preferred to mock-seamed 
silk hose at the same price. 

“We have domestic lisles at $1.50,” 
he added. 


Fewer Silk Pairs 


“In their effort to economize, women 
are not buying a number of pairs of silk 
hose at one time, as in the old days,” 
said J. J. Sweeney, hosiery buyer for 
the H. A. Meldrum Company. ‘Our 
lowest priced silk fashioned hose for 
women is selling at $2.50, $3 and up to 
$5.25 a pair. During the holiday rush 
they were willing to pay the higher price 
and to buy abundantly, but now many 
of them are shopping around and are 
purchasing sparingly. It is ‘doubtful 
whether many of them will pay the high 
price for good silk hosiery in the Spring. 
Some cannot afford to do so. Of course, 
the girls who are earning good money in 
local industrial plants, in offices, etc., 
are buying high-priced silk hose un- 
stintingly. Black, white and dark 
brown are popular, but not the colors 
—gray, pink, suede, etc.” 


SATURDAY NIGHT CLOSING 


Hudson’s, 410 Main Street, Reduces 
Working Hours 


Hudson, who handle men’s and 
boys’ shoes in the extensive men’s 
wear store at 410-414 Main Street, 
recently dispensed with the old-time 
plan of keeping open Saturday evenings. 
The management says the trend of 
the times is to reduce the hours of 
employes, and as it has learned that the 
public will not be inconvenienced by 
the loss of the Saturday evening shop- 
ping, there is no reason why the store 
be kept open. 


NEW INCORPORATION 


The W. A. Morgan & Babcock 
Company 


The W. A. Morgan & Babcock Com- 
pany, which will handle shoes, hosiery 
and various other lines in its de- 
partment stores, has been incorporated 
in Buffalo, with a capital of $355,000. 
The directors are William A. Morgan, 
Herman K. Heussler, Carlton P. Cooke 
and Christopher Baldy of Buffalo and 
Claude P. Babcock of Hornell. The 
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new concern has bought the department 
store of John Eckhardt at Broadway 
and Fillmore Avenue, this city. 

Mr. Morgan, one of the directors, has 
also bought extensive sections of prop- 
erty in Franklin, Huron and Chippewa 
Streets andin Delaware Avenue, Buffalo, 
on which he plans to build a mammoth 
department store. This establishment 
will have its frontage on Delaware 
Avenue and will have extensive shoe 
and hosiery departments. 


RECENT FEATURES 


At Oppenheim, Collins’, Watter’s, 
Eastwood’s and Other Stores 


Recent features at Buffalo stores 
included the following: Oppenheim, 
Collins & Co., women’s satin slippers, 
black, pink and white, $5.90; Watter’s 
advance Spring showing of pumps and 
oxfords, black and tan, also new white 
sport styles in buck and canvas for 
Southern wear; Endicott-Johnson, men’s 
brown Russian calf shoes, English last, 
$8.75; Eastwood’s special showing of 
white oxfords and pumps to wear in the 
South; William Hengerer Company, 
February sale, including women’s brown 
and black two-tone boots, $13.45 a pair; 
H. A. Meldrum Company, women’s 
brown kidskin shoes, with a topping of 
doeskin finished leather, $10; Marsh’s. 
women’s boots, broken sizes, $5.85; 
Morton Shoe Syndicate, women’s black 
vici kid, Louis XIV heels, $7.98; J. N. 
Adam & Co., 714 pairs of women’s 
boots $6.85. 


SHOE BRIEFS 


Shoe Clerks, Spring Styles, Unions 
and Lease 


Buffalo stores are sorely in need of 
experienced shoe salesmen. Some of 
the firms are using display ads in local 
newspapers, calling for shoe salespeople, 
who know their business and are 
“thoroughly accommodating.”” At a 
number of local shoe stores the extra 
help for Saturdays is recruited among 
students at the University of Buffalo. 

Four new Spring styles are being 
featured in the boys’ shoe department 
of Eastwood’s store, Buffalo. 

D. D. Fennell, president of the Buffalo 
Packing and Rubber Company, in a 
recent address predicted that another 
twelve years would see the end of trade 
unionism. He expressed this opinion 
at a meeting of the Buffalo Association 
of Employment Managers. 

Joseph Levy, who handles hosiery at 
bis men’s furnishing store at 570 Main 
Street, has sold his lease there and 
is continuing his other similar store in 
Ellicott Square. 
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Lynn 


LYNN STYLES 


Some Makers Say More Oxfords for 
Fall—Others Boots 


Buyers seeking shoes for Easter sales 
will find few in Lynn. Some stock 
shoes there are, here and there, and 
possibly a manufacturer who can be 
induced to take rush orders for a few 
shoes. But the old way is almost 
obsolete of putting orders into the 
factory after March 1 and getting the 
shoes made and delivered in time for 
}iaster sales. 

More merit is there in Lynn shoes, 
more real substantial quality. Styles 
continue reasonable and staple. New 
lasts show few changes. Vamps con- 
tinue from 3% to four inches long in a 
iiajority of factories. The call for low 
heels continues to grow. Some manu- 
facturers say more oxfords for Fall; 
others say boots. Lynn boots continue 
nine inches high. 

Black and brown are the leading 
shades. Kid is as good as ‘ever. More 
calf and side leather will be cut for Fall 
and Winter footwear, particularly for 
the brogue style boots and oxfords. 


THE LYNN LOOK 


More Fine Turns Being Produced 
—Style, Quality, Comfort 


Buyers have more confidence in the 
looks of Lynn shoes. Thereby is a 
story of some important changes in 
footwear. 

A clerk in a store picks up a Lynn 
It looks good to him. It looks 
So the sale is 


shoe. 
good to the customer. 
made. 

A new standard in shoemaking has 
been set up in Lynn. More fine turn 
shoes are being made. A fine turn shoe 
has been a pacemaker for the trade 
since time was time. A fine turn shoe 
combines style, quality and comfort. 
Many a woman says to the clerk “‘T like 
the style, but I must have comfort, 
too.” So she buys a fine turn, a glove 
fitting turn. One Lynn firm has built 
up a million dollar business on fine 
turn shoes in two years. Other firms 
also have gained on turns. 


Slim Shanks 


The turn shoe, combining style, 
quality and comfort, being made in 
Lynn, sets a pace for Lynn shoemaking. 
So welts, and McKays, too, are made 
light and fine, like turns. They com- 
bine style, quality and comfort. They 
have the slim shanks, the close trimmed 


edges, the high heels, and the feminine 
lines of fine turn shoes. 

So Lynn shoes take on a new look, 
which is called “The Lynn Look.” 
Shoe buyers have confidence in shoes 
with “The Lynn Look.’ They are 
buying more such shoes, and Lynn 
manufacturers, believing that buyers 
have more confidence in Lynn shoes, 
are confident of their future business. 


DANCING SHOES 


Also Serve for Street Wear—Sub- 
ject Is Discussed 


“With us,” remarked a Lynn manu- 
facturer, “it looks like ‘on with the 
dancing’ shoes. We believe that dancing 
is influencing our styles more than many 
of our customers realize. 

“Young women are fond of dancing, 
and, as we make shoes for young women, 
we have to consider dancing when we 
design our shoes. The girls in our shop 
dance, for recreation, at home, at the 
dance hall, and at the Summer resort. 
They do not tog out in ballroom dress, 
with party slippers, to dance, but dance 
just as they are dressed. 


Light and Flexible 


“They make their street shoes serve 
for dancing. So we have to make street 
shoes light and flexible. Also, they like 
low cut shoes for dancing. Likewise is it 
with other girls. Observe, if you will, 
the number of young women who wear 
spats, or woolen stockings over silk 
stockings... They slip off the spats, or 
the woolen stockings, and then have 
on their feet their light, low shoes, and 
are ready for the dance. 

“‘We believe that many of our shoes 
are expected to serve as both street 
shoes and as dancing shoes.”’ 


A NICKEL TOE 


Shorter Vamp and a Choice of 
Heels 


A new Lynn last has a nickel toe, 
which is a trifle wider than a dime toe. 
It has a 3% inch vamp which is a trifle 
shorter than a four-inch vamp. It 
carries either a 13-8 heel or a 17-8 heel. 


540 FEET LONG 


A. C. L. Company Has Plans for a 
Big Tannery 


A. C. Lawrence Leather Company 
has a plan for a tannery, of steel and 
concrete, 540 feet long, to be built in 
Peabody. 
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Miscellaneous 
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THE BEST IN 
Detachable Pump Straps 


(Many Styles and Designs) 


LEATHER BOWS 
Covered Buckles Colonial Tongues 
Beaded Buckles 


THE VANITY NOVELTY WORKS 
913 Gates Ave., Brooklyn, N. Y. 








Fox 2-Ply Shoe 
ch 
The only one having 


the 2-ply Feature. 
Made Exclusively by 


THE FEDERAL OVERGAITER CO. 
16-18-20 E. 12th St, New York, N. Y. 








Accounts of Shee and Leather Firms Solicited 
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41 BEDFORD STREET, BOSTON 








ATTENTION MR. SHOE MERCHANT! 
BIG PROFITS IN THIS! 
age ge Pr Fagan or off colored shoes 
atest fashiona 
op ie pee a¥ and permanent cordovan 
rite us for full information. Send pair for 
“show me” demonstration. It will pay you! 
ALBANY SHOE REPAIRING CO. 





Recoloring ——— 157 Kingston St. 
i. ass. 





ke mark of 


00d shoe buckles 

ever since 1905 
L.ALTERSON & CO. Qn 

PHONE-GREELEY 6066 


[ 1602 W 34* St., New York City N.Y. 





DISPLAY MEN 


Whatis “WIN-DECO”? 


100 unique, wonderfully attractive, novel and dif- 
ferent fancy papers for windows (floor and back- 
ground), show cards, s! show cases, advertise- 
ments, etc. Freesamples will prove it. 
WIN-DECO DISPLAY PAPER CO. 
93A Federal St, Boston, Mass. (Agencies Wanted 











SALES LETTERS 
MULTIGRAPHED— 
FILLED IN—SIGNED— 
MAILED 
F. S. ROOT CO. 


BUSINESS PUBLICITY SERVICE 
6 BEACON ST., BOSTON 














BOOT AND SHOE RECORDER 











Where to Buy 


Miscellaneous 
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WOOD SOLE 
SHOES 


ROCKER BOTTOM 
14-inch boots, high lace 
ts and shoes. Write 
for catalog. 
REECE SHOE COMPANY 
Columbus, Ne 


braska 
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RUBBER TOE-SANdals 

For Modern Footwear 
The Molded heel strap is 


strong and elastic 
WM. SUMNER SMITH 
Exclusive 


NEW YORK CHICAGO 











Where to Buy 


Shoe Polishes 




















The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 


67-69 Murray St. 
New York 

















Best In Thetr Class 


Wee seo 
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for white buck, etc. for white kid, etc. 
NATIONAL SHOE POLISH MFG. CO.,: Inc. 
PHILADELPHIA, PA. 














Where to Buy 


Shoes at Auction 














HENRY LILLY CO. 


88-90 Reade St. New York 


Sell Shoes by Auction 
Every Wednesday and Friday 








90 PER CENT LOW 


An Astonishing Prediction on Heels 
by Thomas Welch 


Thomas Welch of the Welch Shoe 
Company says that 90 per cent of the 
heels in his line of welt shoes for street 
wear will have low heels. He relates 
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that some large orders, received by his 
company, were divided into thirds. 
Before putting the second third of the 
orders into the factory, the company 
wrote to the buyers, and asked if they 
wished any changes in the shoes. Nearly 
all of the buyers asked that some high 
heels be changed to low heels. 


_ New York City 


WINTER CLEARANCES 


Heavy Purchases of Rubbers, Arctics 
and Hip Boots 


New York retail shoe merchants are 
running into the last lap of the Winter 
clearance sales amid the worst shopping 
weather that the city bas seen all 
Winter. Price slashes that ordinarily 
would mean crowded stores have failed 
to draw more than the proverbial 
corporal’s guard. Merchants are hop- 
ing for better weather and the speedy 
opening of the shopping center to 
traffic. 

One result of the storm and heavy 
snowfall was to augment the sale of 
rubbers to an enormous degree. Storm 
rubbers and arctics formed the center 
of the demand and stocks were swept 
aside in the rush for waterproof foot- 
wear. Wholesalers carrying stocks in 
the city were called upon, but the delay 
in traffic prevented quick deliveries and 
thousands of dollars were lost in sales 
to the merchants unable to meet the 
demand. 

High arctics, the four and six-buckle 
type, became fashionable for men, 
women and children. Knee and hip 
boots came in for a good call by men 
whose work compelled them to remain 
out of doors, and several sales of boots 
to women were recorded. 


A BIG SALE 


Of Low Shoes Conducted by Op- 


penheim, Collins & Co. 


One of the largest sales yet conducted 
in the city was put on last week by 
Oppenheim, Collins & Co., who offered 
2,500 pairs of women’s pumps and ox- 
fords at $8.75 a pair. Heretofore the 
sbarpest reductions have been made in 
high shoes, on which apparently the 
merchants have been overstocked in 
view of strong demand for low shoes. 
The sale shoes at Oppenheim, Collins 
& Co. included welted and hand-turned 
soles, with walking and military, Baby 
Louis and Louis XV _ heels. The 
leathers were dark brown calf, black 
glace kid, patent, white kid, black calf, 


tan Russia calf, white calf and black 
satin; straight pumps, tongued pumps, 
one-eyelet and oxfords were among 
the models offered. The sale was staged 
in the 34th Street, Brooklyn, and 
Newark, N. J., stores. 


SPRING MODELS 


Franklin Simon & Co. Showing 
Brown Kid Sandal 


Spring models are slowly making 
their appearance. In the window dis- 
plays, the retail merchants are featuring 
strongly the one and two-eyelet tongued 
pump of suede in gray and various 
shades of tan and brown. Such shoes, 
according to several of the Fifth 
Avenue retail merchants, have met with 
success among the women who have 
gone to the Southern resorts for the 
season. 

Franklin Simon & Co. are showing a 
brown kid sandal, with a white welt on 
the sole, low white heel and edges piped 
with white, for sporting wear. Efforts 
are being made by some retail mer- 
chants to push the sale of the French 
strap pump, with blunt toe and high 
heel. Entire windows are devoted to 
displays of these models, with the 
brown suede and black prominently 
featured. 


RETAIL MERCHANTS’ BANQUET 


To Be Held at Hotel Astor 
February 26 


Interest of the New York retail mer- 
chants is being centered on the banquet 
to be held by the Retail Shoe Dealers’ 
Association of New York City, at the 
Hotel Astor on February 26. Invita- 
tions have been distributed and ac- 
ceptances have been coming in. The 
attendance has been limited to 250 per- 
sons and the merchants are requested 
not to bring guests outside of the in- 
dustry. The affair will be exclusively 
for the shoe men. Arrangements are 
being completed by a committee under 
the chairmanship of Maurice Miller of 
I. Miller. 
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—Constant Comfort- 


AMERICA’S BEST COMFORT SHOE 
50 STYLES | | In-Stock Now 








REG.US PAT. OFF 


ORDER THESE TODAY 


Constant Comfort styles 
are always salable—you take 
no chances. Each style rep- 
resents our specialization on 
just Black Kid Turns. 
SEND US YOUR 
ORDER TODAY 


and be prepared for the 
Spring rush. 





No. 223 








Blk. Kid Pl. Toe Fox Polish, 12-8 
heel. In Stock B-C-D-E. ? <a Blk. Kid Pl. Toe 7 in. Polish, 12-8 
Price $5.85 1 y heel. In Stock B-C-D-E. 
Price $6.15 


No. 229 


No. 113-1 


“S_ 


Blk. Kid 6 Eyelet Imt. Perf. Tip Blk. Kid Pl. Toe R. H. Fox Polish, Blk. Kid 2-strap Sandal. 12-8 heel. 
Lace Oxf. 13-8 Heel. In Stock 9-8 heel. In Stock C-D-E. In Stock B-C-D-E. 
A-B-C-D. Price $5.85 Price $4.85 Price $3.85 


Send for our Complete Stock Catalog 


AULT-WILLIAMSON SHOE CO. 


MANUFACTURERS 
AUBURN MAINE 
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uality Turns That are 
Real Business Getters 








Hopkins & Ellis’ Turn Shoes of Quality present such a satisfactory 
combination of style, workmanship and value that they are winning 
instant approval of retailers who cater to women of the better class, 
who demand not only style but real wearing qualities. They are 
made from carefully selected leathers on the very newest lasts, by 
men who have earned reputations as master shoemakers. 


BOSTON OFFICE, 108 LINCOLN STREET 


HOPKINS & ELLIS 


MAWErmetLi - °° 
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Milwaukee 


STATE CONVENTION 


To Be Held at Madison, 
August 17-19 


Whiie Milwaukee—the “‘Quality First 
Market’’—is getting down to the real, 
hard work of arranging for the 1921 
convention of the N.S. R. A., the retail 
shoe merchants of Madison, the State 
capital, are engaged in planning for the 
Third Annual State Convention, to be 
held August 17 to 19. 

Recently W. G. Schumacher, a State 
association director, succeeded in or- 
ganizing the Madison dealers into a 
local association, known as the Madison 
Retail Shoe Dealers’ Association. He 
was elected its first president. The 
following are the committee assign- 
ments announced by President Schu- 
macher for the State convention: 

Publicity—Harvey Dyer, David Brin, 
J. J. Huegel, J. F. Rose, Ernest Steven- 
son and Fred Schuleter. Display— 
Joseph I. Hyland, Max Cohn, W. R. 
Sanders, Erwin W. Gleue, Louis Perl- 
man and Harry Nation. Program—M. 
Kindscki, Malec & Melaas, J. A. Dunkel, 
Oscar Jensen and A. L. Huegel. Enter- 
tainment—Julius H. Breitenbach, 
Frank L. Brown, H. M. Woldenberg, 
H. F. Tiedemann, H. L. Atkins, George 
Kindschi and John Purcell. Reserva- 
tion and Registration—John Ripp, 
Bornstein Bros., H. R. Ludwig, W. H. 
Mosby, Sweet Bros., Walter G. Penny, 
W. W. Cook and W. M. Werner. 


BRIGHT OUTLOOK 


1920 Promises to Be Even Better 
Year Than 1919 


New instances which make the 
prodigious growth of the boot and shoe 
industry of Milwaukee and Wisconsin 
strikingly apparent continue to make 
their appearance nearly every day in 
the announcement of some conspicuous 
new enterprise or the development of 
an existing one. It seems certain that 
1920 will witness even greater and more 
substantial growth than that of last 
year, which was unquestionably the 
best in history. It is all founded on a 
strong faith in the future of the industry, 
botb domestic and export. 


TANNERY CONSTRUCTION 


At Badger State Plant—Sheboygan 
Force Increased 


During the past week it was an- 
nounced by the Badger State Tanning 
Company of Sheboygen, Wis., that work 
will be started within a short time on the 
construction of a new tannery and 


leather manufacturing plant to replace 
the one which was totally destroyed by 
fire on January 5. The Badger State 
tannery was valued at $2,500,000 and 
was owned by Armour & Co., now 
being a part of the new Armour Leather 
Company properties. According to 
General Manager Fred Zschetzsch of 
the Sheboygan division, the new vlant 
will be of even larger size than the old, 
plans calling for a capacity of handling 
50,000 hides a day. All of the old 
employes have been kept at work 
cleaning up the ruins and in other duties, 
so that when the new plant is ready early 
in the Summer, the old organization will 
still be intact. The force of 600 op- 
eratives is to be increased to 800 or 
more after operations are resumed. 


NEW FACTORY 


To Be Built at Belgium by Wit- 
meyer-Hubing Shoe Co. 


A new boot and shoe manufacturing 
industry is being established at Belgium, 
in Ozaukee County, Wis., under the 
name of Witmeyer-Hubing Shoe Com- 
pany, which has been incorporated with 
a capitalization of $100,000 by Nic 
Hubing and F. J. Witmeyer. It is 
reported that F. C. Gagnon, of the 
Thompson-Smith Shoe Company of 
St. Paul, Minn., has been engaged to 
take charge of the business. Work will 
commence shortly after March 1 on the 
construction of a two-story factory 
building, 50 x 145 feet, on a site per- 
mitting almost unlimited expansion in 
the future. 


FACTORY GROWTH 


Leverenz Shoe Company,Sheboygan, 
to Double Floor Space 


The Leverenz Shoe Company, which 
took over the plant and business of 
the Twig Shoe Company at Sheboygan, 
Wis., on April 1, 1919, is rushing work 
on a three-story factory addition which 
will double the floor space within a year 
from the date of the transfer. The 
Leverenz plant is devoted exclusively 
to the production of two styles of men’s 
fine Goodyear welts. On June 23, last, 
the output under the new management 
was just twenty-three pairs. On 
February 15, the daily output had 
reached 500 pairs, with 110 men em- 
ployed. When the addition is com- 
pleted, the staff will be increased to 200 
and the daily output will be 1,000 pairs, 
with a maximum of 1,500 pairs a day 
possible by highly specialized produc- 
tion methods recently developed. The 
company markets its product only 
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through jobbers and has an extensive 
trade throughout the Northwest. Clar- 
ence Leverenz is president and general 
manager. 


NEW INCORPORATION 


W. E. Donley Shoe Company— 
Capital $60,000 

The Donley Shoe Company, estab- 
lished at Kenosha, Wis., in September 
last, by William E. Donley, a prominent 
retail merchant of that city, to engage 
in the manufacture of men’s custom- 
made boots and shoes, has incorporated 
its business under the style of W. E. 
Donley Shoe Company, with an author- 
ized capitalization of $60,000. The 
incorporators are William E. Donley, 
Joseph G. Miller and George W. Taylor. 
The change of form is significant only 
of the rapid growth of the industry to 
a point where a permanent corporate 
foundation is advisable. The factory 
is steadily being enlarged to meet grow- 
ing demand from all parts of the coun- 
try. 

LAST MANUFACTURERS 
Holt Hardwood Company, Oconto, 
Developing Big Business 


The Holt Hardwood Company of 
Oconto, Wis., one of the largest hard- 
wood lumber and flooring manufactur- 
ers in the country, is developing an 
extensive business in manufacturing 
shoe lasts. The company is now turn- 
ing out not only bolts for last makers, 
but finished lasts as well. The enor- 
mous growth of the boot and shoe 
industry in the Middle West, and 
especially in Milwaukee, has resulted 
in numerous enterprises being estab- 
lished to make the raw materials, 
accessories and supplies heretofore made 
in large quantities at a distance. 


BADGER BRIEFS 


From Reedsburg, Fond du Lac, 
Merrill, Hilbert and Milwaukee 
Frank Darrenougue and H. D. Kelly, 

doing business as retail dealers in boots, 

shoes and other footwear at Dar- 
renougue’s Store, Reedsburg, Wis., as 
the Darrenougue Shoe Company, have 
dissolved partnership as of Feb. 1. The 
business will be carried on alone by 

Frank Darrenougue. Mr. Kelly is 

opening a store of his own in the Las- 

salette Building at Reedsburg. 

The new store which the J. C. Penney 
Company is establishing at Fond du 
Lac, Wis., will be ready for business 
March 15, at 138 South Main Street. 
J. B. Atkinson, formerly manager of the 
store at Watertown, Wis., will be in 
charge. 

R. O. Sommer, formerly with the 
Livingston Mercantile Company, Mer- 
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Tue March 6th issue of 


the Boot and Shoe Re- 


corder will contain au- 
thentic information of all 
kinds, written by practical 
merchandisers on Fall 
Styles in Footwear. 


By means of beautifully 
planned illustrations and 
type layouts, every phase 
of this subject will be cov- 
ered in the most interesting 
manner possible. Nothing 
has been neglected to make 
this number one to which 
you will often refer. 


Mareruts. labor and 
selling expenses will not 
show an appreciable decline 
for some time. By empha- 
sizing these facts we hope 
to prove that shoes are and 
will be sold at the fazrest 
prices possible in order to 
insure a just profit to you. 


SHOE Merchants are tak- 
ing account of stock and 
carefully analyzing their 
market before taking one 
buying step. 


What you want is— 
To Buy Shoes That 
Will Sell. 


By using the March 
6th issue of the Boot and 
Shoe Recorder as your 
buying guide you can rest 
assured that your Fall shoe 
buying problems will be 
simplified as far as human 
judgment can foresee. 


Pp LEASE remember that 
the March 6th issue of the 
Boot and Shoe Re- 
corder is published with 
one object in view—To 
Help You Buy Shoes for 
Fall Wear Which Will 
Attract Trade. 


Be Sure to Obtain Your Copy 
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Live Merchants Will Answer This Advertisement 


Rid your shelves of dead stock: Every shoe store accumulates 
more or less small sizes, slow sellers, odds and ends, or out-of-date mer- 
chandise. Invest the money you can realize for these shoes in good, 
salable shoes. Keep your trade and make your regular profits. 


Don’t figure your dead stock at cost and get rich on paper. You 
know well that they are worthless. Be alive! Progressive! And carry 
a clean stock. 


Were it not for the fact that we export this class of merchandise to 
foreign countries, where in turn they are sold as children’s shoes at 
very low prices, we would not be able to use them at all. However, 
we are in the market now to buy all kinds of shoes, whether old- 
fashioned or small sizes and pay the following prices: 


Leather Shoes 


Women’s Shoes $1.00 a pair 
Women’s Oxfords -75 a pair 
Men’s Shoes 2.00 a pair 
Men’s Oxfords 1.50 a pair 


Fabric Shoes such as Canvas, 
era .50 a pair 
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Ship us what you have to dispose of, on receipt of which we will — 
send you our remittance. Ship via freight: Unless your shipments 
weigh 100 pounds or less ship via express. 


$2.82. Sp he.3 sb. stop be ho sho hr. 


References: 


Pacific Bank of N. Y. 

Boot and Shoe Recorder 

The Shoe and Leather Agency 
R. G. Dun & Co. 

Bradstreet 


Write us what you have. If your merchandise is salable for domestic 
trade, we can pay more. 


H. 9 Gilles 8 Gr 


Exporters and Jobbers 
315-317 CHURCH STREET NEW YORK CITY 
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patio 


Ready-to-Ship Styles of the 
“Dalton” Shoe for Men 


STOCK NO. 587 
BROGUE LAST 
Gallun’s 4 Norwegian 
Brogue Oxford, Rawhide 
Slip- Sole 
Sizes and Widths: AA and 
A, 5 to 11 


Price $9.75 


Have you tried our stock department service? 
No! Well, you have missed something. 


Our Stock Department is for the convenience 
and accommodation of customers and our sales 


show they appreciate it. 


The shoes are constructed of the best material 
and are well made by high class shoemakers. 


The styles carried in stock are those that are 
in greatest demand. 


All shoes sent in plain cartons and unbranded. 


Send for Catalogue showing full line of Dalton Shoes 


STOCK NO. 512 
DART LAST 


Cherry Calf Varsity Bal, 

Single Sole, Leather Heel, 

New Extreme Narrow 

Toe, Sizes and Widths: 

AA, A,7toll; B,6toll; 
C, D, 5% to 11 


Price $10.00 


STOCK NO. 524 
BROGUE LAST 


Gallun’s 4 Norwegian 

Brogue Bal., Rawhide 
: Slip Sole 

Sizes and Widths: AAand 

A,7 toll; B,6to11;C, 
D, 5 to 11 


Price $10.75 


THE DALTON COMPANY, INC. 


Makers of Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street 


NEW YORK: 651 Marbridge Building 


CHICAGO: 1415 Great Northern Building 
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rill, Wis., has become associated with 
ihe Wm. Johannes Company, which is 
adding a complete boot and shoe de- 
partment under the management of Mr. 
Sommers. 

Mike Hilbert, 


Steffen, Wis., has 


opened a new department carrying a 
full line of boots and shoes for men, 
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youths and boys. He will feature the 
A. R. Reimer & Co. line, made in 
Milwaukee. 

The Milwaukee Slipper Mfg. Com- 
pany, 681-683 Third Street, Milwaukee, 
has filed an amendment to its corporate 
articles, increasing the capital stock from 
$15,000 to $30,000. 


St. Paul 


FELT SHOE FACTORY 


The Feltman-Thompson Shoe 
Company Will Start Operations 


St. Paul, one of the leading shoe cen- 
iers of the United States, soon will 
enjoy the distinction of being the only 
ity in the Middle West with a felt shoe 
iactory. 

The Feltman-Thompson Shoe Com- 
pany, in a few weeks, will have a new 
factory in operation, turning out about 
500 pairs a day. A six months’ supply 
of felt has been purchased. The factory 
will commence operations with 75 em- 
ployes, mostly women and girls. The 
firm will specialize in ‘‘comfort’’ slip- 
pers. 

Demand for felt shoes has greatly in- 
creased in the Northwest and Middle 
West in the last few months, owing to 
the high price of leather shoes and 
slippers. 

The felt footwear costs almost 50 
per cent less than leather, according to 
Harold Freeman. One-third of the 


estimated output of the new factory al- 
ready has been sold, and the new fac- 
tory proposition has been under con- 
sideration but two weeks. 


WAGE INCREASE 


Of 25 Per Cent Asked by Shoe Fac- 
tory Workers 


Officials of the St. Paul shoe factories 
today had reached no decision regard- 
ing requests of workers for a wage in- 
crease of 25 per cent. 

The request, submitted to manu- 
facturers, does not call for an answer 
before March 1. Union representatives 
said that they had no desire to rush a 
decision. Representatives of the manu- 
facturers said that the decision would 
not be announced for some time. 

Approximately 3,000 workers, ac- 
cording to revised’ estimates, are 
affected. The necessity of more money 
to meet the soaring cost of living 
is said to have prompted the re- 
quest. 


Indianapolis 


GRIEVANCE COMMITTEE 


Appointed by Edward E. Stout, 
President of Local Association 


A Grievance Committee to confer with 
the heads of the local newspapers re- 
garding stories of alleged profiteering in 
the shoe industry which have a tendency 
to emphasize the present public unrest, 
has been appointed by Edward E. 
Stout, president of the Indianapolis 
Shoe Retailers’ Association. 

The committee appointed by Mr. 
Stout, who is head of the Stout Factory 
Shoe Company, consists of Frank 
Horuff, of the Horuff & Son shoe stores, 
chairman; H. W. Curry, head of the 
shoe department at the H. P. Wesson 
store; E. B. Davis, manager of the L. S. 
Ayres shoe department; C. E. Young, 
in charge of the shoe department at 
L. Strauss & Co., and Arthur G. Brown, 
manager of the Marott Shoe Store. 


The shoe industry, generally speaking, 
has received considerable unfavorable 
publicity from various sources in recent 
months, and as the public is thrown in 
touch only with .the retail merchant, the 
retailer quite naturally gets the blame 
for everything, especially high prices. 


Newspaper Co-operation 
Local shoe merchants have felt there 


should be a little closer co-operation ° 


between the heads of the local news- 
papers and the retail merchants and, 
with a view to bringing this about, 
agreed on the appointment of a com- 
mittee to explain the situation. The 
main purpose of the committee is to 
explain conditions existing in the shoe 
industry to the newspaper heads so that 
when stories of “exorbitant shoe 
prices” and others of that nature come 
over the wire the true facts in the case 
can be stated. In other words, the shoe 
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merchants want the public to under- 
stand that they are in no way to blame 
for the present high prices which are 
asked for footwear. 

The committee has held one con- 
ference with the managing editors of 
the local papers and believe such meet- 
ings will tend to bring about the de- 
sired results. 


FRENCH LASTS 


Opinions of Retail Shoe Merchants 
Pro and Con 

There is some difference of opinion 
among the Indianapolis shoe merchants 
as to the popularity of the French last 
shoes. Some of the merchants handling 
this kind of footwear believe they are 
going to sell fairly well and others ex- 
press the opinion that the French vamp 
is only a passing fad and will not con- 
tinue for any length of time. 

“The short vamp is anything but 
becoming,” said one local merchant, 
“and I don’t believe it will be at all 
popular. I think the American women 
—those whom we class as the well 
dressed—are too partial to the long 
vamp styles, which are much more 
graceful, to adopt the others as part. of 
their wardrobe.” 


NEW STORE FRONT 


At David Eichengreen’s Shoe Store, 
Gary, Ind. 

Plans have been perfected for the 
construction of a handsome new front 
in David Eichengreen’s shoe store at 
728 and 730 Broadway, Gary. Mr. 
Eichengreen has just returned from an 
inspection trip in the East, on which he 
viewed the styles of fronts of a number 
of the high-class shoe stores in the 
larger cities. All new fixtures will be 
installed in the store and a children’s 
shoe department will be added. 


CHANGE OF POSITION 


Wayne C. Smith Managed Shoe 
Department at Shelbyville 

Wayne C. Smith, formerly with the 
Feltman & Curme shoe store in Indian- 
apolis, has been appointed manager of 
the shoe department in the Wolf Quality 
store at Shelbyville, Ind. He recently 
returned from a trip to Boston, where 
he purchased the entire stock for the 
new department. Only women’s and 
children’s shoes will be carried by the 
store for the present, but it is probable 
that other lines will be added later. 


INDIANA BRIEFS 


Regarding a Stock Removal and 
New Shoe Store 

The Rauch shoe store at Logansport, 

which has been located at the northeast 
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corner of Third and Market Streets for 
many years, has removed its stock to 
its new location in the Dykeman Block, 
300 Third Street. The new quarters 
are more attractive and provide much 
a ditional floor space. 


Eward Schuler, of Rochester, who 
was associated with the Guy Alspach 
shoe store in Warsaw until it was sold 
recently, expects to start a retail shoe 
store in the central part of Indiana as 
soon as he can find a suitable location 


Boston 


CURRENT BUSINESS 


sales Good, Prospects Bright, Shoe 
Men Serene 


The sun begins to shine bright in 
Poston again. Winter’s snow melts 
away. Big trucks pull in shoes from 
the North Shore and the South Shore 
districts, and the trains break through 
the snow embargoes and carry the 
footwear South and West. 


Winter Footwear Worn 


Business is good in Boston stores, 
hoth wholesale and retail, this month 
of February, when the seasons are at 
the parting of their ways, Winter’s 
cold making way for Spring’s warmth. 
Boston retail. merchants have sold 
rubber goods tremendously, rubber 
boots, arctics and rubbers, too. Also, 
they’ve sold Winter sport footwear as 
never before, snowshoes, skiis, moc- 
casins and storm boots. Men walked 
to work on snowshoes in some New 
England towns, during the past bliz- 
zard; mail carriers, too, made trips on 
snowshoes. The younger generation 
never saw a Winter like it before. 


To the Mountains 


Singularly, the abundance of Winter 
in the cities started many people, 
particularly young people, to the 
mountains for Winter sports. Snow- 
shoeing, tobogganing, skating, and the 
other pastimes of the Winter resort 
hotels are at their height at Washing- 
ton’s Birthday time. Trains have this 
week taken hundreds of Winter sports- 
men to the mountains. 


Store Windows Attractive 


Store windows show such a mixture 
as one would expect at this time of the 
parting of the seasons. Some mer- 
chants are selling off 1919 styles. 
Others are showing advance styles 
for Easter and early Spring wear, 
brogues, low heel brogue oxfords, high 
heel patent leather pumps and ribbon 
ties. Some say that ties are going to 
sell especially well, as the sunny days 
come along. Easter shopping begins 
next month. : 


WHOLESALE BUSINESS 


Taking a Boom—Some Cloth Tops 
for Fall Sold 


Wholesale and stock shoe business is 
taking a brace; in fact, business has 
developed this week much better than 
at any time since January 1. Evidently, 
many retail merchants are after some 
new styles, with which to season up 
their Easter and early Spring sales. 

The big drive that is passing has been 
on rubber footwear, of course. Every- 
body who went out of doors had to 
have rubber footwear. One of the 
younger generation of shoe men re- 
marked that he had been coming to 
Boston for 15 years, and that this is the 
first Winter in which he has been 
compelled to buy and wear arctics. 

Retail merchants, having sold out 
their stocks of rubber footwear, are 
expected to buy early for next Fall and 
Winter. Some have their doubts about 
the duration of the fashion of wearing 
arctics, which is popular among young 
men, as well as young women. But 
there’s no telling for sure about such 
fads. 

Wholesalers are selling white shoes 
for Summer. One firm sold Wednesday 
some cloth top boots for Fall. 


AT FILENE’S 


Buster Brown and Tige Make a 
Visit to the Children 


Buster Brown and Tige appeared 
at the Children’s Shoe Shop of the 
William Filene Sons Company the 
past week. This event was announced 
in the local papers and by a circular 
which the firm distributed from its 
various store counters, Buster Brown 
and Tige being portrayed in white and 
red. 

The invitation to the children read 
as follows: 

Dear Children: Buster Brown and 
Tige invite you to a free entertainment 
at Filene’s, Friday, February 13, at 
4 o'clock, and Saturday, February 14, 
at 11 o’clock and 3 o’clock. 

A real live Buster Brown and Tize 
will step right out of the funny pictures 
to do stunts for you, so do COME! 

In the Children’s Shoe Shop, Filene’s. 

Third Floor. 
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Everybody welcome! 
This stunt resulted in good business 
for the firm. 


AT WILLSON’S BOOT SHOP 


Attractive Showing of New Spring 
Merchandise 


At Willson’s Boot Shop an attractive 
showing of new Spring lines in men’s, 
women’s and children’s shoes was 
shown. The clearing up of odds and 
ends is continuing and many sales 
result therefrom. 


A. B. CLARK MANAGER 


Of Grieb Shoe Manufacturing Com- 
pany’s Eastern Office 


A B. Clark has recently arranged to 
represent the Grieb Shoe Manufactur- 
ing Company of Philadelphia, which has 
opened a Boston office at room 409, 
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Photo by Bachrach 
A. B. CLARK 


183 Essex Street, from which Mr. Clark 
will develop for his firm New England 
trade, and will also look out for the 
visiting trade from all sections of the 
country. 

The office of the Grieb Shoe Manu- 
facturing Company will be attractively 
arranged with samples of the very 
snappiest models in infants’, children’s 
and misses’ turn shoes, as well as chil- 
dren’s, misses’ and growing girls’ welts. 

The Grieb Shoe Manufacturing Com- 
pany is operating two factories at 
Palmyra and Kutztown, Pa., on its 
turn shoes, and a factory at Vineland, 
N. J., on its welt shoes. This company 
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“ATTRACTIVE WINDOW 
) DISPLAYS OF 


T is our policy to co-operate with dealers who sell ‘‘Glove Grip” shoes 
in making window displays get the eye, hold the attention, and cre- 
ate the desire to wear the shoes looked upon. 


KAUFMAN & BAER COMPANY, Pittsburg, Pa. 


played are half sold. The above picture hardly does 
justice to their display because of photographic limi- 
tations. However, believing that other merchants can 
profit by seeing a display like this we reproduce it here 
as it was sent us. 


Note the special pair of “Glove Grip” shoes in 

center of window. Without doubt these are the big- 

gest shoes ever made over lasts shaped to standard S. 705 

scale. They represent size fifty. Some shoes we'll say. ee as 


Spring and Summer Stock Style Catalogue is Ready— Send for One 


MN. ARNOLD SHOE CO., NO. ABINGTON, MASS. | 


have time and time again proved that goods well dis- 
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has a very strong and complete proposi- 
tion on its footwear lines for infants, 
-hildren, misses and young ladies. 

Mr. Clark is a veteran member of the 
«nights of the grip. He has traveled the 
Pacific Coast for the past 14 years, and 
1as recently represented Dr. A. Posner 
shoe, Inc., of New York, and the Vogel- 
Miller Shoe Company of Brooklyn in 
‘he Middle West and Pacific Coast 
erritory. 

Beside the New England States, 
Mr. Clark will also develop trade in the 
astern portion of New York State. 


BOSTON BRANCH 


Of L. B. Schindler Shoe Company, 
30 South Street 


The L. B. Schindler Shoe Company, 
ine., of 99 Duane Street, New York, 
imnounces the opening of a branch at 
30 South Street, Boston, Mass., under 
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HERMAN RAPPORT 


Loc 


the management of Herman Rapport, 
who recently returned from service 
overseas. 

Before entering the Navy, Mr. Rap- 
port was the credit manager and finally 
the sales manager for this house, with 
whom, prior to his enlistment, he was 
connected since the inception of the 
business in 1913. 

The above concern handles a full 
line of men’s, women’s and boys’ fine 
shoes, and has an extensive following 
throughout the United States. The 
policy of service and value that it has 
established in New York it will main- 
tain faithfully in its new branch. The 
location is in the heart of the shoe dis- 
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trict and is easily accessible from any 
point of arrival. A full display of 
snappy, effective styles will always be 
on hand, for the inspection of visiting 
buyers. 

ENGEL SHOE CO. 


Elects J. Chester Hutchinson as a 
Director 


J. Chester Hutchinson of Whitney 
& Elwell has been elected a director of 
the Engel Shoe Company, a Massachu- 
setts corporation having factories in 
Everett and Stoneham. 


**“RECORDER”’ VISITORS 


A. Komatsu from Tokio Accom- 
panied by S. Yanagiwara 


The “Recorder” was in receipt of a 
visit this week from A. Komatsu and 
S. Yanagiwara. 

A. Komatsu is a manufacturer of 
boots, shoes and slippers, suitcases and 
hand bags, with place of business at 
Tokio. Mr. Komatsu understands the 
English language and speaks it to some 
extent, although not so fluently as his 
friend, S. Yanagiwara, who acted as 
his interpreter on technical points. Mr. 
Komatsu has just arrived in this coun- 
try, and will study American shoe 
manufacturing and wholesaling. He is 
making shoes over American and Eng- 
lish lasts and is much interested in 
export. In fact, he has ambitions to 
ship his goods to America, as he feels 
that he can successfully compete with 
American manufacturers. At the pres- 
ent time, he is shipping goods to Aus- 
tralia, Russia, China, India and the 
South Sea Islands. His shoes have been 
made mostly by hand, although he is 
introducing American shoe machinery. 

Mr. Komatsu reports that conditions 
in Tokio are gradually getting better, 
that the city is prosperous and that the 
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demand for Japanese goods from foreign 
countries is on the increase. He states 
that buyers come to Tokio from all 
over the world for Japanese merchan- 
dise. 

He will return to Tokio, March 1, 
by way of Vancouver. 


FROM PENNSYLVANIA 


C. O. Hoffman and Wife Are in 
Boston 


C. O. Hoffman of West Chester, Pa., 
secretary-treasurer of the Pennsyl- 
vania Shoe Retailers’ Association, ac- 
companied by Mrs. Hoffman, has been 
spending the past week in Boston, with 
headquarters at Hotel Touraine. Mr. 
Hoffman is here on his semi-annual 
trip. He has been doing some buying, 
but has been more particularly taking 
a survey of the market. 

Mr. Hoffman made a call at the 
“‘Recorder”’ office and had a word to say 
on the Pennsylvania Shoe Retailers’ 
Association Convention, which will be 
staged March 8-9, at the Penn Harris 
Hotel, Harrisburg. He stated that this 
will be the biggest convention that the 
association has ever held; in fact, it will 
go ahead of the one at Johnstown last 
year. 

All of the exhibit space has been sold, 
and Mr. Hoffman assures us that this 
event is going to “stand on its feet.” 
Many of the exhibitors are to have liv- 
ing models and the United States Rub- 
ber Company will be represented with 
an attractive exhibit. 


DIRECT SHOE MARKET 


Charles Leavitt Buys Out Former 
Partner, Hyman Short 


Charles Leavitt has bought out his 
former partner, Hyman Short, and is 
now the sole owner of the Direct Shoe 
Market at 160 Hanover Street. 


Brockton 


COST OF SAMPLES 


Prices Represent Large Sums of 
Money 


Merchants all over the country who 
will soon have an opportunity to see 
Fall samples of Brockton shoes will 
doubtless be interested to know some- 
thing in regard to the cost of getting 
out these samples. Always an expen- 
sive proposition, the present cost of 
materials and labor has boosted the 
expense of sample-making to hitherto 
unheard-of figures. A manufacturer, in 
speaking of this cost of producing 
samples, said: ‘‘Take a line such as 


ours, of men’s high-grade welts, compris- 
ing about 150 samples. We have say 
twelve traveling salesmen. Figuring 
one shoe for each of the twelvé salesmen 
we have 900 pairs of shoes. Every pair 
of these samples must be made with 
particular care, of best material and an 
extra price is paid to sample workers. 


An Estimation 
“‘Wefigurethat each pair in our sample 
line will cost not less than $12.50, mak- 
ing a total of more than $11,250 in- 
vested in samples. Then, of course, 
there is the inevitable shrinkage on 
these samples when they come to be 
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Die HW right BRANDED. AN 
stor DISPLAY OF DISTINCTIVE STYLES. 


Stock Style No. 170—Cordovan Brogan Oxford, Victory 
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Stock Style No. 100—Danish Calf Brogue Oxford, Brogue 
Bale Ob EN FS Oe 8. FURS. 200 oc ccc ecens $8.50 


Stock Style No. 460—Patent Celt Dancing Tie, Myopia 
Lost. Rite Dy FOG FOR. 6c 5 ccc cccctcescs $8.50 


Stock Style No. 156—Cocoa Brown Calf Bal, Custom 
Arch Preserver Last. AAA to E, 5 to 12. Price. .$11.50 


Stock Style No. 166—Cocoa Brown Bal, Torpedo Last. 
AA to D, 5 to Il. Price $8.25 


E. T. WRIGHT & CO., INC. , 


SEND ALL ORDERS 
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TOC eee e eee ence 
STYLISH “JUST WRIGHT” SHOES 


TyY# AS YOU WANT THEM, BRANDED OR UN- Arr fF 
REASING BUSINESS IS OFFERED BY THIS TSust Wri ght 
) SHOE 











Stock Style No. 130—Cherry Calf Brogan Oxford, AA ty 
D.5 to 11. Aristocrat Last. Price............... $9.25 


Stock Style No. 136—Cherry Red Calf Brogan Bal, 
Aristocrat Last, AAtoD,5toll. Price......... $11.00 
Same _— No. 236—Gun Metal Calf, AA co D, 5 to 11. 

Oe a ee $10.00 


Aleo io oxford No. 130—Price............... $9.25 


Stock Style No. 189—Cocoa Russia Calf Brogan Bal, 
Wing Foot Rubber Heel, AA to D, 5 toll. Price $10.50 


Stock Style No. 176—Cordovan Brogan Bal, ‘Over The 
Top” Last, AAtoD,5toll. Price............. $11.50 
Also in an Oxford No. 170—On Victory Last. Price $10.00 





@ BRANC 
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Stock Style No. 196—Cocoa Gun Metal Calf Bal, Rub- 
ber Heel, Bingo Last, Ato D, 6 to 10. Price... . $10.00 


ROCKLAND, MASS. 


gm TO THE FACTORY 
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YOUR 


Buck-ELOn— Shoe Ornament 


shoedom’s sensa- 

tion. creates selling 

possibilities and capi- 

talizes the present vogue ~ ] 

of shoe ornaments. In- a es 

stead of defacing the 

throat of a —, by 

stapling or stitching the orna- 

oan t the shoe—the ornament Han 4 
*is attached to Buck-El-On, and 

worn in the manner indicated by the 

illustration. The effect is wonderful! 

The ornament is ing “oy ae ; 

jarring to it loose. The wearer s instep is 

te! of the pressure from the throat of the 

pump—the slack in the sides and back is com- 

pletely taken up. Slip Buck-El-On into the 

pump—that’s all. 


Our little circular 
points out the several 
ways in which Buck- 
E]-On will speed up 
your shoe ornament 
sales. A word from 
you and we'll send 


you a copy. 


Shoe Ornaments 














“A ship without a rudder, 
A ship without a sail.” 


—and a shoe ornament with- 
out a satisfactory means of 
display—without a _ better 
method of wearing—are equal- 
ly misdirected. Every pair 
of buckles you attach to a pair 
of pumps creates the possi- 
bilities of disappointment— 
loss—dissatisfaction. And the 
time consumed in attaching 
buckles to pumps is costly—a 
needless waste. There's a 
much better way! 


Py 
Ready soon—in our new home. 
If you come to Providence call 
at 357 Westminster Street. Our 
complete line will be displayed 
there. 


Shoe Laces 


—beaded William Reynolds Jr., Ine. an 


—metal 


—cut steel PROVIDENCE 


—rhinestone 


—celluloid RHODE ISLAND 


—children’s 
—all colors 
—all lengths 
—all kinds 
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sold, owing to the fact that they are 
made up in small sizes and narrow 
widths, which make it necessary for 
them to be closed out, as a rule, at dis- 
counts of from 25 to 33 per cent of the 


a 


cost. 


VICE-PRESIDENT A GOLFER 


Myron L. Keith Popular Member of 
Local Trade 


Vice-President Myron L. Keith of 
George E. Keith Company, who has 
been associated with the concern since 
1883, when he was invited to become 
superintendent of the factory, is num- 
ber 19 in the honor roll of veteran em- 
ployes in that concern. Mr. Keith has 
for years enjoyed a high reputation as a 
shoe manufacturer and is one of the 
most popular executives connected 
with this concern. Mr. Keith, whoisa 
director in the George E. Keith Com- 
pany, is an enthusiastic golfer and 
spends a considerable time each Winter 
in the South at his favorite game. Of 
a recent tournament in which he took 
part one of the Florida papers says: 
“Coming off the 16th hole, a spectator 
asked one of the caddies how the match 
between M. L. Keith, the noted shoe 
manufacturer, and Martin Zinn, stood. 
The caddie replied: ‘Mr. Walkover is 
two up.’ The incident was related to 
Mr. Keith, who laughingly replied, 
‘Advertising pays.’”’ 


OLD-TIME SHOEMAKER DIES 


Silas D. Davenport in the Brockton 
Trade for Forty Years 


Silas D. Davenport, one of Brockton’s 
pioneer shoemakers in this line of work, 
died at his home in this cit y on February 
12, at the advanced age of 87 years. 
He had been ill but a few weeks. Mr. 
Davenport had a remarkable record in 
connection with shoe factory produc- 
tion. Beginning forty years ago as a 
foreman at Stacy-Adams Company and 
George E. Keith Company of this city 
and Boyd & Corey Company of Marl- 
boro, he became superintendent of Hill 
& Nettleton Company, Syracuse, N. Y. 
He was born in the neighboring town of 
Stoughton and moved to Brockton 
about forty years ago. Of late years, 
Mr. Davenport had been employed at 
Stacy-Adams Company’s factory as in- 
spector of shoes, and up to a few weeks 
ago had continued steadily at his work. 
He leaves a widow but no children. 


HIGH PRICES 


Prevail—Fall Shoes Higher 
Than Spring Lines 


Will 


There is nothing in sight, in the 
price situation, which will lend any en- 
couragement to the ideas which any 
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merchant may have regarding lowering 
of footwear prices for the Fall season. 
On the contrary, manufacturers state 
emphatically that shoes for the Fall of 
1920 will be higher priced than those 
sold for the Spring season. Merchants 
whose goods are now being shipped will 
put higher prices on them for Spring 
sale than on the shoes which they sold 
last Fall. Judging by the costs of pro- 
duction there is no dodging the fact 
that the Fall samples, now shown to the 
trade, will have a further advance in 
price. This is inevitable, manufacturers 
say, in the face of present conditions, 
and merchants will no doubt govern 
themselves accordingly. 


SHOE SALESMEN STARTING 


Representatives of T. D. Barry Com- 
pany on Their Way 

T. D. Barry Company, makers of the 
Barry shoe, have prepared their Fall 
samples for the inspection of the trade 
and are sending out their salesmen with 
the new styles. The following men will 
represent this well-known house the 
coming season: Fred C. Davis, New 
England; Thomas A. Delany, Michi- 
gan, Wisconsin end “Minnesota; R. F. 
Doyle, Virginia, West Virginia, Ken- 
tucky, Tennessee and part of Arkansas; 
A. M. Dunham, a new member of the 
Barry selling staff, will travel in 
Louisiana, Mississippi and part of 
Arkansas; John L. Fox, New York and 
part of Pennsylvania; Joseph Heck- 
man, Iowa, Nebraska, North and South 
Dakota; Frank Howard, Ohio, Indiana 
and Southern Illinois; A. F. (“‘Jack’’) 
Jones, Kansas, Missouri and Northern 
Illinois; Jesse Keith, Alabama, Florida, 
Georgia, North Carolina and South 
Carolina; W. J. Kennedy, Delaware, 
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Maryland and part of Pennsylvania; 
Maurice Moonsand, New York City, 
New Jersey, cities of Washington, 
Philadelphia and Baltimore; John U. 
McAllister, Oklahoma and_ Texas; 
Harry B. Schweitzer, Washington, Ore- 
gon, Colorado, Idaho, Wyoming, Ne- 
vada, Utah, Arizona, New Mexico and 
California. Arsenio Sanchez & Co., 
Cuba, with headquarters at Havana. 


BIRTHDAY BOUQUET 


George E. Keith, Though Absent, 
Remembered by Associates 


President George E. Keith of George 
E. Keith Company who, on February 
15, reached the age of 70 years, received 
from the directors of the company a 
bouquet of flowers on behalf of the en- 
tire organization of George E. Keith 
Company. Mr. Keith is in Pasadena, 
Cal. He sent a special message of 
thanks to the organization, part of 
which read: ‘True friends make one 
feel happy when one is 70 years young.’” 
Letters from Mr. Keith are to the effect 
that he is much improved in health. 


ON CUBAN TRIP 


C. S. Marshall Is Making Southern 
Tour 


C. S. Marshall, president of C. S. 
Marshall Company, shoe manufacturers 
of this city, accompanied by Mrs. Mar- 
shall, is making a trip to Miami, Key 
West, Florida and Havana, Cubs. He 
expects to be absent several weeks. 
C. S. Marshall Company is occupying 
its enlarged factory plant in this city 
and making preparations for an in- 
creased output of ‘‘Marshall’’ foot- 
wear. 


Haverhill 


FALL SAMPLES 


In Women’s Lines Now in Readiness 
for Retail Trade 


Haverhill shoe manufacturing con- 
cerns who do business with the retail 
shoe merchants now have their samples 
in readiness for salesmen. Representa- 
tives will be on the road early in March 
in their various territories, calling on 
retail merchants with new styles of 
women’s turns, welts,.and McKays. 
Lasts show a tendency toward shorter 
vamps, measuring from 3 3-8 to 3 5-8 
inches and carrying 17-8 wood heels. 
Shorter vamps are quite a noticeable 
feature for the coming season, em- 
phasizing the tendency in this direction 
during the past few months. The finer 
grades of turns are showing some 


specially attractive samples of black 
satin pumps with vamps cut on weave 
of the stock and quarters on the werp. 
This gives a custom effect to a satin 
pump which is highly desirable and, 
coupled with their edges, makes an 
artistic article of footwear. Boots have 
the same tendency in shorter vamps as 
the pumps and other low cut patterns. 
Fall samples going out from Haverhill 
will fully maintain their reputation 
for attractive style and excellent work- 
manship, which manufacturers in this 
city have so long enjoyed. 


DELAY IN SHIPMENTS 
By Freight Embargo—Storm Tied 
Up Outgoing Footwear 
During the past week the freight 
embargo which has existed has caused 
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B 538—Mirror Patent Oxford for Dancing 
and dress Occasions, Light weight construc- 
tion with flexible sole. Winsor last. AA-D. 








B 529—Cherry B 536—Brogue Boot Bal, Scotch Grain 

Vamp and Top, Wide Extension Edge, 

Brogue last. Price $10.00 
B 537—Brogue Oxford. Price 


‘ last. Price 


AA-A, B, ready by April 1. 
Illustrated by 536. 





We will exhibit at the convention of the Ohio Valley 
| Retail Shoe Dealers’ Association, at the Southern Hotel. 
| Columbus, Ohio, March 1-2-3. | 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 





ATLANTA—238 Peachtree Arcade 


BOSTON—183 Essex Street 
DETROIT—461 Book Building 


NEW YORK—127 Duane Street 




































Feb. 21, 1920 





great inconvenience to shoe manu- 
facturing concerns in Haverhill and 
vicinity. Thousands of cases of shoes 
have been piled up in every available 
factory space awaiting delayed ship- 
ments. Factories have been forced to 
curtail their output from lack of supplies, 
and altogether the shoe manufacturer’s 
life, during the past fortnight, has not 
been a happy one. Merchants who 
haven't received their goods at the time 
expected must consider the elements 
largely to blame. 


ENLARGED FACTORY SPACE 


McCormick-Perry Company Has 
Secured Increased Accom- 
modations 

McCormick-Perry Company, manu- 
facturers of women’s shoes, with factory 
on River Street, will enlarge their plant 
the present season. They will have the 
space now occupied by John H. Cross, 
Inc. The latter concern is to remove 
to the new Essex Associates’ Factory on 
Essex Street. McCormick-Perry Com- 
pany need additional room to increase 
their production. 


LARGER FACTORY QUARTERS 


Taken by Herrick, Foote & Laurin, 
Inc. 

Herrick, Foote & Laurin, Inc., manu- 
facturers of children’s shoes, formerly 
located in the rear of Essex Street, have 
removed to larger factory quarters on 
Fleet Street. When under full headway 
in the new quarters the daily output 
will approximate 2,000 pairs. 


OWN WOOD HEEL PLANT 


The Hartman Shoe Company Now 
Makes Its Own Heels 

The Hartman Shoe Company, makers 
of women’s white canvas footwear for 
the wholesale trade, who now occupy 
largely increased factory space on 
Wingate Street, operate their own wood 
heel plant at the No. 2 factory on 
Phoenix Row. They recently pur- 
chased a wood heel factory at Newton 
Junction, N. H., which was transferred 
to Haverhill. 


IN NEW QUARTERS 


Shoe Manufacturers’ Association 
Removes from Former Location 
The Haverhill Shoe Manufacturers’ 

Association which, for several years, 

has been located on the first floor of 

56 Washington Street, has moved to 

No. 60 on the same thoroughfare. The 

offices occupy the street floor and are 

fitted up in the most modern style and 
equipment. Secretary Child is now 
able to handle the business association 
to better advantage than formerly. 
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GOODS IN STOCK 
Carried for Convenience of Mer- 
chants in Obtaining Shoes 

Numerous factories in this city are 
now making it a part of their selling 
policy to carry goods in stock. They 
appreciate that merchants with whom 
they are doing business can obtain 
seasonable goods as promptly as de- 
sired and thus bring them into closer 
relationship with tbe manufacturers. 
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Among the newer concerns to carry 
goods in stock is Welch, Moss & Feehan 
Company of this city. This house is 
featuring a woman’s welt brogue ox- 
ford which will be ready April first for 
shipment to the trade. The popularity 
of the brogue, in women’s as well as 
men’s lines, leads Vernon H. Moss 
of Welch, Moss & Feehan Company to 
say: “It is the only shoe that nobody 
can get enough of.” 


Chicago 


MANUFACTURERS’ SAMPLES 


About Ready—Salesmen _ Start 
March 1 with New Lines 


Several Chicago shoe factories mak- 
ing men’s shoes have been busy com- 
pleting their sample line for Fall, 1920. 
Most of the factories will start their 
men out about March 1. 

Each of the factories is showing 
several new lasts, most of these being 
modified English lasts, in many in- 
stances a little shorter in the forepart 
and fuller at the toe. 

While some two-tone effects are being 
shown, the great majority of the new 
designs are in solid colors. In most in- 
stances, the color program recom- 
mended by the allied council is being 
very closely adhered to. 


MANY WOMEN’S BOOTS 


Left Over From 1919 Being Sold by 
Merchants 


Several shoe travelers representing 
Chicago in-stock houses, who returned 
home for the week-end, report that 
many merchants on whom they called 
during the week have been conducting 
special sales on women’s boots. 

During January and February, 1919, 
merchants were reluctant toward con- 
ducting cut-price sales, because of the 
constant advance in shoe prices, and the 
scarcity of desirable merchandise. Dur- 
ing the Spring and Summer, they sold 
nothing but low cuts, and much to the 
surprise and consternation of many 
merchants, the demand for low cuts 
continued through the Fall and to a 
great extent all through the Winter. 
As a result, a great many merchants 
find themselves with more boots on 
hand than they would wish. The forth- 
coming Spring and Summer seasons 
will undoubtedly be a repetition of what 
prevailed last year, and no doubt the 
demand for low cuts for early Fall and 
Winter selling will be fully as strong as 
it was last year. The live merchant, 





therefore, is bending every effort to 
clean up,on long vamps, especially in 
two-tone effects in women’s boots. 


RETAIL STORES 


Devoting Windows to Clearances 
and to Spring Goods 


Some of the prominent Chicago retail 
stores are devoting their windows and 
advertising space to clearances of boots, 
in many instances quoting compara- 
tive prices which show a wide difference 
between original price and sale price. 

Other stores are devoting their 
energies toward offerings of new Spring 
merchandise in pumps, one and two- 
eyelet ties and regular oxfords. 

NEW SHOE STORE 
A. D. Gates & Co., Sycamore, III. 

H. M. Johnson, formerly a manager 
of one of the O’Connor Goldberg stores, 
who was also at one time a manager of 
one of the Regal stores in Chicago, has 
embarked in retail business for himself 
at Sycamore, [ll. The new firm will be 
known as A. D. Gates & Co. The 
officers of the new company are A. D. 
Gates, president; N. Gates, vice-presi- 
dent; H. M. Johnson, secretary- 
treasurer and genecal manager. Mr. 
Johnson is one of the best-known shoe 
men of Chicago. 


SHOE TRAVELERS 


Regarding Skinner, Olson, and 
King’s Endorsement 

Walter W. Skinner, who for some 
time past has been assistant shoe buyer 
for R. P. Smith & Sons Company, will 
hereafter represent the J. E. Tilt Shoe 
Company in Illinois. 

W. L. Olson, salesman for the Scholl 
Manufacturing Co. of Chicago, disap- 
peared from his room in Kansas City 
while suffering from a severe attack of 
influenza. For two weeks every effort 
of his house and the police failed to 
locate the missing man. Then came a 

(Continued on page 157) 
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The Shoe That Made 
the Trade Talk 








| The E & M Shoe 
| of Quality 
| 
| 





URN Eclipse Tie, A. C. Law- 
rence Brown Suede Color 
708, Full Louis Spanish Cuban 


Heel, on our 79 Parisienne Last. 


EMERY & MARSHALL CO. 


HAVERHILL, MASS. 


CHARLES L. MARKS J. B. LAUGHLIN WARREN H. TUCKER LARRIE H. SASS 
Eastern City Trade and Throughout the Middle West In New England On the Pacific Coast 


Southern Territory with Office at 183 Essex St., Boston 
New York 


1008 Marbridge Building 





























Feb. 21, 1920 











telegram on February 12, reading, 
‘*Have been in hospital. Mind a blank 
for two weeks. Wire me Berkley, 
Cal.” How Mr. Olson managed to 
travel from Kansas City, Mo., to 
Berkley, Cal., will perhaps never be 
known, as he has no recollection of leav- 
ing the former place, or of anything 
that happened until he came to himself 
in California. 


Luncheon February 14 


At the luncheon of the Chicago Shoe 
[ravelers, held February 14, at the 
Palmer House, letters were read from 
quite a number of travelers’ associations 
in various parts of the country, endors- 
ing the candidacy of Frank B. King, 
former president of the Chicago Asso- 
ciation of Shoe Travelers, for the posi- 
tion of vice-president of the National 
Shoe Travelers’ Association of America. 
Che election of national officers will 





occur at the annual convention to be 
held in Des Moines, January 17, 18 
and 19, 1921. 


Loving Cup on Display 

The loving cup which was won by the 
Chicago Shoe Travelers, as a prize for 
the largest percentage of increase in 
membership during 1919, was on dis- 
play at the Shoe Travelers’ luncheon. 
The membership of the association is 
now over 400. The figure set for 
January, 1921, is 750. 


IN CHICAGO 


Dr. Scholl Returns from Trip to 
East 

Dr. Wm. M. Scholl is again in 
Chicago after an absence of several 
weeks in the East. While in New York 
he was confined to his hotel for several 
days through illness, but is now back 
at his desk. 


Cincinnati 


CLEARANCE SALE REVIEW 


No Spectacular Reductions—Busi- 
ness Ahead of Last Year 


A review of the clearance sale this 
year with the local retail merchants 
shows that in the aggregate the volume 
of business has been excelled at no 
other time. The representative down- 
town merchants, who on the whole have 
conducted their sales intelligently with 
respect to the prices offered, and with a 
consideration for the inevitable ad- 
vance in footwear for this coming 
Spring and Summer, all show records 
of gratifying business. 

These records, which are compiled 
from day to day, indicate that the 
business has run substantially ahead of 
that of a year ago, during the same 
respective months. This, it must be 
understood, has reference to the 
number of pairs of shoes sold, and not to 
the prices. 


Prices and Public 


The local merchants, in placing sale 
prices on their footwear, have given no 
little thought and study to the effect 
these prices will have upon the minds 
of the buying public, when it comes to 
the contrast between the sale prices 
and the prices they will have to place 
on their shoes this Spring. 

Prices this Spring are certain to be 
higher than they were last Fall, and had 
the merchants conducted their sales 
this year in the old-time fashion which 
calls for a price ticket—‘‘Were $12. 
Now $6.90’’—the row they would have 





to hoe for business next Spring and 
Summer would be much harder. But 
the clearance sales here have been void 
this year of many spectacular reduc- 
tions, and have been carried on with 
a consideration for the future. 


FRENCH LASTS 


Prediction of Unpopularity—Only 
Few Bought for Spring 

The question with regard to the much 
talked-of French last and as to its 
salability for Spring does not seem to 
have given the Cincinnati retail mer- 
chant a great deal of concern, for thus 
far its sale here has been very slight. 
According to a number of the local 
retail merchants the belief is that this 
last will not even so much as live the 
life of a passing fancy with the women 
of this city. Some of them have bought 
this last for Spring, but to no great 
degree. 

Modifications of the French last, it 
is thought, will be very much in demand 
this coming season. Vamps which are 
a bit shorter than those so extreme 
during the past two seasons are looked 
to as being among the best sellers. 


LOW STOCKS 


Indicate That Retail Merchants 
Adopted a Conservative Policy 
The stocks of the local retail .mer- 

chants are generally low. In virtually 

every case the merchant here has figured 
that it is better to carry over as small 

a stock this season as possible, for it is 

better to have the money in the benk 
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than on the shelves when a decline 
in the price of footwear is anticipated, 
no matter how slight and gradual it 
will be. 


MANUFACTURERS TO CO- 
OPERATE 
With Ohio Valley Retail Shoe Deal- 


ers’ Association 


The activities of the Ohio Valley. 


Retail Shoe Dealers’ Association in an 
effort to discourage, as far as possible, 
the sale of footwear at retail by manu- 
facturers at the factory has resulted in 
the posting of notices in some of the 
local factories to the effect that no shoes 
will be sold at retail to individuals. The 
notices also state that their purpose is to 
co-operate with the above-mentioned 
association. 


FOR U. S. SENATE 


W. A. Julian Mentioned by Ohio 
Democratic Committee 


At a recent meeting of tne Ohio State 
Democratic Central and Executive 
Committees at Columbus, held for the 
purpose of deciding the place and date 
of the 1920 platform convention, W. A. 
Julian of the Julian and Kokenge 
Company of this city was mentioned for 
United States Senator. Mr. Julian has 
been active in political matters for the 
past few years, and has recently spent 
much time in an effort to make Cin- 
cinnati the next Democratic convention 
city. ‘ 


KROHN-FECHHEIMER NEWS 


Regarding a Party and Retail Store 
Service 

The office force of the Krohn- 
Fechheimer Shoe Company celebrated 
Valentine Day last Friday afternoon 
with a party at the factory, which was 
in the form of a dance. The officials 
and the traveling boys of the company 
were also invited. 

E. K. Woodrow, sales and advertising 
manager of the Krohn-Fechheimer 
Company, spent last week in Minne- 
apolis, working out details of the retail 
store service idea which his company 
recently inaugurated. : 

In the January 17 issue of the “‘Re- 
corder”’ this column carried a state- 
ment concerning the recent Style Show 
and Shoe Fair, held here, which, on the 
surface, gave undue credit to two partic- 
ular ‘manufacturers of this market and 
apparently relegated all other local 
concerns to a position of insignificance. 
This statement was to the effect that 
two of the local factories among the 
group of 21 here took the honors of 
the Style Show on Thursday evening, 
January 8. Such a statement was not 
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Converse 


CE-HI 


y| Rubber Boots 
q ¥ and Pacs 

















[ F your trade includes miners, lumbermen 
and farmers here is real news for you— 

The new line of Ace-Hi Pacs and Boots is 
ready and it’s a hummer! 

Ace-Hi Boots and Pacs are made of clean, 
new rubber that has been “tempered” by 
our exclusive process to a toughness that 
rubber has never known before. Converse 
“tempered” rubber—a light weight gravity 
compound—wears like steel. 

That’s why Ace-Hi Pacs and Boots have 
unbelievable durability. 

We're advertising Ace-Hi in a big list of 
newspapers reaching the wearers of rubber 
boots and pacs. 

Get aboard before the rush! 

Hustle off a preliminary order. It will 
prove what we say and secure a fast-turning, 
profit-producing line for you. 


Converse Rubber Shoe Co., 


Factory: Malden, Mass. 
Service Branches : 
Chicago—618-626 W. Jackson Blvd. 
New York—142 Duane St. 
Philadelphia—20 N. Third St. 
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_GALLUN QUALITY 


| AZTEC MANDARIN 
| CALF SIDES 





























i ZTEC CALF is recognized the CHROME tanned side 
H A world over as the standard of leather made in glazed and 
i excellence for Spring and boarded finish and offered in 
if Summer shoes for men, women and two colors. Mandarin Sides are 
H children. Pliable and strong, this strikingly attractive and of the 
i leather is pleasing to the eye and highest integrity. They are de- 
i comfortable on the feet. Aztec signed to meet the call for fine 
| Calf will be offered in the coming shoes that can be sold at prices de- 
| season’s fashionable shades. manded by the great majority. 


















FOUR STANCH LEATHERS 
FOR SPRING 1920 













NORWEGIAN VIKING 
VEALS CALF 


STRONG grained mellow calf- 
















NE of Gallun’s specialty skin that is moisture-repel- 
leathers—a heavy, rugged, lent. This leather does not 
high-grade leather that is the peel orchip and is especially adapted 

first choice of high-grade manufac- for a high-grade shoe. Viking Calf 
turers for the popular brogue shoe. is favorably known and universally 
Norwegian Veals are suitable for used by discriminating shoe manu- 
both men’s and women’s shoes and facturers. It takes a_ brilliant 
are produced in two colors and polish and is offered for the coming 
black. season in five colors and black. 














A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 


11 EAST STREET, BOSTON, MASS. 











H. A. ELY, Manager, 
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When the U. S. Walrus is held un- 
der a faucet or pump, every trace 
of mud washes quickly off its 
smooth rubber surface. 


One of the Season’s Successes 
—increasingly popular with dealers everywhere 


FROM Maine to Califor- 
nia, we’re telling farmers 
this Winter about the new 
overshoe that’s ready for 
them at their dealers. 


And from California to 
Maine, men are saying to 
their dealers, ‘“‘SShow me a 
pair of U. S. Walrus!”’ 


It’s just the overshoe that 
farmers and outdoor men 
have been waiting for: warm 
and handy as an arctic, with 
the smooth rubber surface of 
a boot. 


We were sure there would be 
a tremendous demand for 
such a type—if men only 
knew about it. That’s why 
we decided to give it national 
distribution, backed by 
coast-to-coast advertising. 


Results have proved conclu- 
sively that we were right. 


Dealers who handle the U. S. 
Walrus are delighted with its 
rapid turnover—its steadily 
increasing sales. 


United States Rubber Company 
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BOOTS AND SHOES 


Unprecedented Demand for All 
Kinds of Rubber Footwear—Snow 
Storms Continue—Unfounded 
Charge of Profiteering 


Everything continues to contribute 
to the tremendous demand for rubber 
footwear, and this pertains to all de- 
scriptions of rubber storm footwear as 
well as the new demands for athletic 
activities. More snow storms have been 
piled on to the already excessive 
amounts of snow all through the 
northern part of the country since our 
last market. In view of the changed 
conditions and the larger number of 
wearers since our last great storms of a 
generation ago, it means that produc- 
tion will have to be speeded up, and 
capacity enlarged to cope with the heavy 
season ahead. 


Dealers Within Their Rights 


There was reported in Boston last 
week several instances of what inspec- 
tors for the State Commission called 
“rank profiteering’’ in overshoes by 
retail shoe dealers. It was said to be 
taking advantage of weather conditions 
and some dealers, the account ran, so 
increased prices that they were charg- 
ing $5.50 to $6.00 a pair for shoes that 
cost them $3.50 a pair. ‘The usual and 
fair profit on such footwear,” the com- 
missioner said, “‘was $1.00 per pair.” 

The facts of the case are that the 
wholesale prices of heavy four-buckle 
overshoes today are $3.60, $3.70 and 
$3.90. The retail price on these would 
average from $4.50 to $6.00 and that is 
figuring the normal retail profit. The 
retailers’ profit on footwear ranging 
from 30% to 40% is well understood by 
the trade as a legitimate gross profit. 
Out of. it come selling expense, over- 
head, conduct of business, profit, etc. 
Those not conversant with the trade 
would think that $1.00 a pair should be 
about the proper profit on any shoe 
whether its retail price was $5.00 or 
$25.00, and this is where the merchants 
come in for much unjust criticism on 
the part of the layman. 
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The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 
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It is our observation that most 
dealers, in fact, have not been selling 
rubber footwear at replacement values, 
which is perfectly legitimate, but have 
based their profits on cost prices. 
Furthermore, rubber footwear of all 
descriptions has been placed on the 
market cheaper than most any other 
product of wearing apparel, due to low 
prices of crude rubber and efficiency of 
manufacturing plants. The public has 
no cause to complain of profiteering with 
respect to the rubber industry. There 
may be and doubtless are, isolated cases 
of overcharging, but so far as we know, 
this has not been the practice of any 
legitimate merchants who have the 
best interests of the trade at heart. 


New Rubber Styles 


Active retail shoe merchants have in- 
creased their business largely by carry- 
ing in stock lines of fabric rubber-soled 
shoes, sufficiently complete to meet all 
the needs and to suggest new uses. 
There is a good call for welt sole canvas, 
rubber-soled shoes. These new styles 
will probably have a large run this 
Summer. There is more effort than 
ever before to introduce style into the 
new makes of rubber footwear. New 
developments are looked for all of the 
time, in the matter of style and process 
of manufacture, and it is important to 
note that hundreds of thousands of 
school children will be using rubber 
footwear for gymnastic work, who only 
used it before a little while in the 
Summer. 


CRUDE RUBBER 


Markets Dull, But Plantation Prices 
Maintained—Paras and Centrals 
Dull 


There has been an absence of demand 
the last week in plantation rubber, al- 
though a steady tone in the market, in 
sympathy with conditions prevailing 
in London and the Far East. Prices 
remained about the same and there were 
no marked changes either way. Lon- 
don cables were confusing and reports 
disagreed. Ribbed smoked sheets on 
spot and near by were quoted at 49 %c, 
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for March arrival 50c, April-June 50 4c, 
July-September 5114c, July-December 
52c. There has not been much atten- 
tion for Paras, although there was no 
particular pressure to sell. Paras and 
Centrals are generally dull. 











First latex pale crepe......... 49@ — 
Smoked sheets............... 499@ — 
MEOW CIOS... «000 0seses 46 4@— 
Upriver fine para..... ...... 45@45% 
Upriver coarse...............33@ — 
Island coarse................21@ — 
Caucho ball upper........... 3@ — 
Caucho ball lower............304%@— 
ey 
Centrals and Mexicans....... 30@3314 
Guayule (20% moisture)...... 25@27 


SCRAP RUBBER 


Quiet Tone to Market—Conditions 
Generally a Handicap 


The quietness in this market has been 
due principally to the unusual tie-up 
of transportation facilities. The mar- 
ket. has been somewhat unquotable on 
this account. Shipping embargos, 
strikes and the weather have caused a 
considerable setback. Boots and shoes 
were bought at 8c at shipping points or 
8l%c delivered at large dealers’ ware- 
houses. There is notmuch variance in 
mill prices. Dealers cannot obtain any 
more than 84c at present, but 834c 
continues the asking price. More 
foreign demand has developed for scrap 
tubber. Prices are quoted as follows: 


BosteONd G0GG6. 5 6.5 ss 000s 8K@— 
Arctics, trimmed..............64@— 
Arctics, untrimmed........... 5 @— 


Rubber Trade Notes 


A new rubber shoe has been produced 
with a soft leg attachment for the pur- 
pose of supplying motorists with ade- 
quate foot protection, when it becomes 
necessary to get out into the mud to 
make a tire repair, or pull a car out of a 
mud hole. The shoe is designed in a 
way to make it possible to roll it up and 
store it away as part of the car’s equip- 
ment. 

The shoe may be pulled on over a 
(Continued on page 163) 
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Vaughan’s | 
. Ivory 








Survival | 
of the Fittest | 


Wstcos other white sole leather has 








| stood the test of years? | 

1] The Sole that has Made We know of none that has sur- | : 

White Shoes Staple vived its brief season. | | 
| 


| VAUGHAN'S IVORY because of 
| the service it gives in wear and 
Hy appearance has survived. Today | 
when the trade thinks of white | 
sole leather VAUGHAN'S im- | 
mediately comes to mind. 




















\} It is standard and costs no more 
than other good sole leather. 






George C. Vaughan 


Tanneries at 


Peabody, Mass. 
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Strong Tone Maintained 


jusiness Handicapped by Storms and Rough 
Weather---Prices Show Virtually No Change 
---Season’s Supplies Being Contracted 
For---Record Exports for Year 


In spite of some bearish talk, there is 
no change in values from our last report. 
Leather is maintained on a very firm 
basis. The best grades of upper Jeather 
are in good demand and receipts are 
well taken up. Some shoe manufac- 
turers have fairly good stocks of cer- 
tain high-grade leathers, but there are 
no accumulations in buyers’ or sellers’ 
hands that would warrant the assump- 
tion of any decline. 

The steady drive which has been 


twelve months ending with December, 
1919, amounted in value to $218,784,- 
060 as compared with $55,126,527 for 
1918. Total exports of boots and shoes 
in 1919 amounted in value to $74,- 
836,157 as against $32,321,014 for 1918. 
The total exports of leather and manu- 
factures for 1919 amounted in value 
to $303,176,539 as against $91,687,585 
for 1918. The year 1919 was a record 
year in the exportation of shoe and 
leather goods and with the totals 


her Market 


R of Leather 
Supplies and Prices 
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figured for accessory products of the 
trade, such as tanners’ materials, ma- 
chinery, findings and other products, 
would amount in round numbers to 
$350,000,000. 


Bearing on the Shoe Business 


The significance of this to the shoe 
trade is that it is a large amount of 
material to be taken out of our market. 
Under present conditions, it would 
seem that more material would be avail- 
able during the coming -year, and with 
more fabrics introduced into the prod- 
ucts of footwear, the effect would seem 
to tend toward a more stable market 
and eventually lower costs of leather. 

Aside from the cost of leather, there 
is the unit of production to be figured, 
which is smaller since the advent of 
shorter hours and inadequate supplies 
of skilled help. The tendency has been 

(Continued on page 157) 
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made for months now, against the high 
cost of living, has not been without its 
effects, for there is a feeling in the shoe 
trade strongly in favor of trying to pro- 





CURRENT LEATHER AND HIDE MARKET QUOTATIONS 
Sole Leather 

















pose 


Upper leather quotations are not given, owing to the wide range of prices which 
depend on quality, grade and selection. 


Although the demand, as stated, has 
been for high-grade upper leathers, there 
have been conditions affecting the nor- 
mal volume of business. Export trade 


duce a lower-priced shoe. Embargoes, 1910 1919 1920 
transportation tie-ups, due to storms, Cents per pound 
and the general handicaps to shipping Hemlock sole, heavy, No.1........... 25 @26 56 @57 56@ 58 
and manufacturing facilities, have been Hemock sole, seconds, mid ........... 23 @23 54@55 54@ 56 P| 
rather against increasing the produc- Oak sole, No. 1 bends.. ceeceeee. 45@— 85 @92 1.10@1.20 i 
tion or bringing down costs, and all of Oak sole, No. 1 backs, all weights. Peles 43 @— 80@85 95@1.05 
these elements must dovetail together Union ete ear ree 33 @35 84@85 88@ 90 ld 
when it comes to materially reducing Ualem C066, Bab. 02... ccc cscsccces 80 @83 90@ 92 ra 
prices to consumers all along the line. Offal, hemlock heads. STOY reenact 17@18 1I@ — Le 
Another feature is taxation. Taxes of  Offal, hemlock bellies........ Serre r re 23 @25 20@ 22 Hi 
commercial enterprises, as well as Offal, hemlock shoulders.............. 38@40 36@ 38 ae 
domestic incomes, are so great and so Welemeial, Reeds... ......ccscccccecs 24@25 21@ 22 ii 
varied that they have to be reckoned son iccccisssesccssc 27 @28 25@ 27 i 
with in all branches of the trade. Cents per foot ne 
Chrome, S. A. dry hide, 7 14 to 10 iron sides 43 @50 60@ 65 i fi 
The Export Trade Chrome, green hide, 6 to 8 iron sides.... —@50 —@ 60 cf 
a 
i 
i 
i 
j 
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Hides and Skins 














has fallen off and buying of leather on 1911 1919 1920 ai 

foreign account is almost at a standstill Cents per pound . 

on account of the foreign exchange. Heavy native steers.................. — @I13 —@28 —@ 40 4 

Large quantities are still going abroad Heavy native cows................... 12 @12% —@26 —@ 40 Fi 

from manufacturers, but mostly on I sks ok ciekske casas te 10 @10% 20@21 30@ 31 H 

contracts placed last year. Chicago City calfskins................ 15%@16 40@60 60@ 75 
The total exports of leather for the eT Coos. eee See 21 @23 37@39 49@ 51 
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the opening of a new 


REGAL 
middle-west Sales Room 


Conveniently located at 


209 SOUTH STREET 
CHICAGO, Illinois 


505 Republic Building 
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FOR ALL OCCASIONS 


IN STOCK 


Philadelphia Chicago San Francisco 
600 Denckla Bidg. 20 W. Jackson Blvd. 417 Pacific Bldg. 


Kansas City, Mo. 
537 Ridge Bldg. 304 Roxas Bldg., Manila 


All goods sold F.O. B. Newburyport, terms, net 30 days. Single pairs, 25 cents a pair extra. 


Prices and Deliveries Not Guaranteed 


S 





Stock No. X300—Dull Calf Opera, 3 7-8 
Inch Vamp, | 3-4 Inch Wood Covered og 


OS a eee errs 6.75 
Stock No. X301—Same Style in Patent 
RAMEE: WUNiccdracictcccaceawen $6.25 


Sizes and Widths: AAA—C, 24 to 8. 





Introducing the Pedestrian Heel 


E have designed this pump with a military heel of sufficient 

grace to make it desirable to the woman who will not wear a 

Louis heel and yet who wants to look stylish. You only have to order 
for your immediate needs as these are in-stock ready to ship. 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 


Great Northern Bldg. 
Philippine Islands 
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BOTH FEET ON GROUND 


Paul Forbes Travels Massachusetts 


for Pennington-Crowell 


Before the United States had started 
building aeroplanes, Paul Forbes was 
flying with the British Air Forces, win- 
ning his lieutenant’s commission and 
experiencing some thrilling times, both 
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PAUL FORBES 


in Zeppelin raids on England and over 
Western Europe. 

With both feet now on the ground, 
Forbes is starting March 1 to cover 
Massachusetts, with Pennington-Crow- 
ell’s quality welts for men. He is 
enthusiastic about his line and the 
prospects for the coming season. 


A MARION SALESMAN 


Charles G. Dow Travels in State of 
Illinois 


Charles G. Dow, who for some years 
past has been connected with the 
Rubber Footwear Department of the 
Firestone Rubber Company of Akron, 










Traveling, Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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Ohio, will in the future represent the 
Marion Shoe Company of Marion, Ind., 
in the State of Illinois. 

The greater part of Mr. Dow’s busi- 
ness experience has been in connection 
with the shoe industry in various 
capacities. 

During his connection with the Fire- 
stone Rubber:,Company, he has made 
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CHAS. G. DOW 


many warm friends among the shoe 
merchants of Illinois, who will be glad 
to know of his connection with the 
Marion Shoe Company. 


Herbert C. Marxmiller 


Herbert C. Marxmiller will carry this 
year in the Western territory Hopkins 
& Ellis’s line, of Haverhill, who are 
comers in the manufacturing of snappy 
shoes, “real live wires” in the estima- 
tion of Mr. Marxmiller. Charles Ellis 
is certainly “up on his toes,” judging 
by his advertising and his product. 

In addition to this line, Mr. Marx- 
miller writes the ‘Recorder’ from the 
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Angelus Hotel, Los Angeles: “I will 
carry the fine line of bench-made shoes 
of Morris Lapidus, New York City, 
very, very high-grade shoes. Lapidus 
has been in business for more than 
fifteen years, and makes as fine a line of 
real good shoes as anyone in that part 
of the country. The line will be placed 
in the West with discrimination. The 
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HERBERT C. MARXMILLER 


best shops in the large Eastern cities are 
carrying Morris Lapidus shoes. Each 
pair is a friend and business builder, 
and shows character, a work of art.”’ 


N. C. R. CONVENTION 


Hundred Point Club and ‘*‘Best- 
Ever’? Shown How to Help 
Merchants 


At the recent convention of the 
Hundred Point Club, N. C. R. salesmen 
were shown how they could be of more 
help to merchants. Improved mer- 
chandising and business methods were 
important features of the program. 

The message of John H. Patterson, 
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SPECIFICATIONS 
No. 1826 (Above) 


Panama “Lotus” Calf Blu- 
cher, High Grade Leather 
Facings and Trimmings, 
Full Size Felt Lined Tongues, 
“Wing Foot”? Rubber Half 
Heels, High Quality Full 
Grain Six-Iron Innersoles, 
High_ Quality First Grade 
Outersoles, Channel Welt, 


Price $7.00 


Less Discount 





We are ready to make any 
styles illustrated on this page, 
on any of the lasts, either 
Blucher or Bal, from the follow- 


ing leathers. 


Creese & Cook’s Tony Red 


> Calf, any style ... $9.50 
=? Creese & Cook’s Calf, Color 33, 
ee . $9.50 


Continued in opposile panel 

















PENNINGTON-CROWELL 
QUALITY WELTS—FOR MEN 








& 7 


AY unusual line of good looking, good fitting, 
A wee made men’s welts that are quality 

built from top facing to box toe. 
We are making our proposition to you“on this 
page. Here are the lasts and a full description of 
the leathers that can be selected with the price 
of each. We guarantee honesty of workmanship 
closest inspection of every shipment made— 
and a cheerful adjustment of any anaaumnel 
standing should oak an occasion arise. 4 
We*are experiment manufacturers and you will 
do business with us direct. You will find us 
willing to stand back of our product in way, 
shapejand manner. ouasd 

Can we bid for your business ? 




















SPECIFICATIONS 


No. 1815 (Above) 


Tremont Last, Lotus Calf 
Bal, Same Material and 
Construction as No. 1826, 
Described in Opposite Panel. 


Price $7.00 


Less Discount 





Black Novilla Kid... .. . 7.70 
ee 8.00 
Mahogany Calf......... 7.50 
Black Mat Calf.......... 7.00 
ree 7.00 
Waukegan Calf.......... 6.60 
Gun Metal.............. 6.00 
Brown Pony Kid........ . 6.60 
Black Pony Kid. ........ 6.00 
| ree 6.10 
Mahogany.............. 5.70 
Gun Metal.............. 5.50 
















Charles Johnston, Kentucky 





A. M. Peterson, Nebraska and Ohio 
H. L. Willis, Tenn., Miss. and Ala. 
E. S. Van Pattan, Missouri and Kansas 
Edward A. Gray, Philadelphia and Penn. ¢, Whyte, New Jersey and Connecticut Richard Laird, Pennsylvania 
Martin J. McDonough, Pennsylvania 


Vv. L. Hopper, Georgia and Florida 
E. W. Kennedy, North and South Carolina 


and Long Island 
M. B. Hoimes, New York State 


HERE ARE THE{SALESMEN THAT ARE SHOWING THESE QUALITY WELTS 


Charles A. Schmidt, Penn. and W. Virginia 


“ Paul Forbes, Massachusetts 
Percy Fusfeld, New York City, Brooklyn 3. ©. aes Mdine He end ¥e. 


A. Z. Shaw, Mich. and Northern Ohio 


Rufus*A. Gilbert, Oklahoma and Texas W.-M. Wilson, Indiana, Illinois and Ohio 
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The National Cash Register Company believes in teaching through the eye. At the recent convention of the Hundred 


20 
OATS 


2 ty , 
are yy 
' ? 


Point Club, pageants, playlets and pictures were frequently used to emphasize certain big features. This picture 


shows a pageant in which 395 men took part. 


president, to the salesmen was “‘do your 
best. If you are in doubt at any 
time, simply do right and you will be 
right.” 

It was the first strictly Hundred 
Point convention since before the 
United States entered into the war. 
The men were eager to learn all they 
could and the liveliest interest was 
shown throughout the week. There are 
440 members in the 1919 club, almost 
twice as many as in any previous year. 
Each of these men is a 100 per cent 
salesman, as it is necessary to secure 
100 per cent or more of a year’s quota 
of sales to become a Hundred Pointer. 


Slogan with a Punch 


At the convention, the Hundred 
Pointers adopted as their slogan ‘‘Ap- 
preciative but not satisfied.” First 
Vice-President J. H. Barringer made this 
statement in his welcoming address. 
It is his definition of the N. C. R. spirit. 

Throughout the week the agents and 
salesmen were urged to ‘‘Get the Big 
Idea.”” In the words of the general 
sales manager, C. E. Steffey, this 
means, “To become bigger, better, 
broader business men. .To become a 
power for good in your home communi- 
ties. To give better service to mer- 











chants in all parts of the world.” The 
men were shown how they could become 
better salesmen and better business 
men. 

Perhaps the most unusual feature of 
the convention was the way this was 
done. Wherever possible, pictures, 
pageants and playlets were used. There 
was very little talking, excepting always 
the lively discussions by the agents and 
salesmen. The men were made ac- 
quainted with the manufacturing meth- 
ods and improvements in the factory 
and the product planned for the coming 
year. The latter part of the week was 
devoted to showing them how to be 
of more assistance to the merchants. 


Tribute to Heroes 


A solemn note was sounded the last 
morning of the convention. Business 
was stopped while a huge memorial 
tablet was dedicated to the N. C. R. 
men who served in the war. The tablet 
bears the names of 1069 men, of whom 
16 made the supreme sacrifice. 

The convention came to an end with 
everyone enthusiastic over the outlook 
for 1920. The Hundred Pointers have 
the “Big Idea’? and expect to make 
this the best year in cash register his- 
tory. Although 1919 was the greatest 





Each man carried a banner representing a different operation necessary 
in the manufacture of a_ cash register. 


year in the history of the company, 
the January, 1920, business exceeds that 
of January, 1919, by almost 100 per 
cent. N. C. R. managers from Europe 
and Latin-America were present and 
reported an excellent outlook in the 
foreign fields this year. 


CINCINNATI TRAVELERS 


Hold First Meeting—New President 
Appoints Committees 

The first meeting of the Cincinnati 
Association of National Shoe Travelers 
since the election of the new officers for 
the current year was held last week at 
the Sinton Hotel. The newly-elected 
president, Claude Orr, appointed the 
following committees to act this year: 
Welfare Committee: F. F. Weber, 
E. W. Hughes, Sr.; Membership Com- 
mittee: Emmanuel Peck, Elmer Ko- 
kenge, Frank Samuels and Jere Shaw; 
Advertising Committee: Ash Kennedy, 
Hugh M. Bowen and Carl Adams; 
Transportation Committee: S. S. Fech- 
heimer; Educational Committee: Ash 
Kennedy, John J. Walsh, James Cowen; 
Entertainment Committee: Charles 
Auer, Ed Hughes, Jr., W. P. Hennessy 
and George Aftel. 

A Style Show Committee was ap- 
pointed for the purpose of meeting the 
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IN STOCK 


READY TO SHIP 
APRIL FIRST 





THE ONE SHOE THAT: NO 
ONE CAN GET ENOUGH OF 


Women’s Dark Tan Calf Welt 
Brogue Oxford 


$9.25 


5%, 10 Days 
AA , : : ; 4 to8 
A , , . ; 3 to8 
B ‘ ; . : 21% to 8 
Cc , . ‘ 1 to8 
D , . ‘ , 21% to 7 


Anticipate Your Easter Requirements 


WELCH, Moss & FEEHAN Co. 


11 ESSEX STREET 
HAVERHILL 


MASS. 


Boston Office, 183 Essex Street 
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local manufacturers and going into the 
problem of the style show for Cincinnati. 
It consists of: E. Peck, W. T. Dicker- 
son, H. N. Lape, I. R. Roth and J. Ep- 
stein. House Committee: Joe Janow, 
William K. Harrison and James Cowen, 
Jr. 

The Cincinnati Association of Na- 
tional Shoe Travelers voted to donate 
$25 to the Newton Fire Fund, which 
goes for the support of the widows and 
orphans of the firemen who lost their 
lives in the recent fire of the Newton Tea 
and Spice Company of this city. 


BANQUET OF ARNOLD SALES- 
MEN 


Traveling Men Are Guests of the 
Concern 

On the evening of February 13, the 
semi-annual banquet of the traveling 
salesmen and foremen of M. N. Arnold 
Shoe Company, North Abington, Mass., 
was held in a private room at the South 
Terminal Station in Bostoh. The men 
had been in conference at the factory 
for two days previous, studying their 
problems for the coming season. 

A feature of the evening was the 
presentation by the salesmen to Presi- 
dent W. Percy Arnold of the concern of 
a diamond-studded Shrine pin, gold 
chain and Knights-Templar jewel. The 
presentation was made by W. J. Love- 
joy, who has been a representative of 
the concern in New England for the 
past fifteen years. 


Silver Loving Cup 


Another presentation was that made 
by the traveling salesmen to B. L. 
Wales, advertising and Stock Depart- 
ment manager, consisting of a silver 
loving cup. Edward Train, foreman of 
the cutting room, was presented by 
President Arnold, in behalf of the com- 
pany, with a silver loving cup, in token 
of the highest record in the foremen’s 
efficiency contest. President Arnold, 
Treasurer James Arnold and Advertis- 
ing Manager Wales had previously 
outlined the policy of the concern for the 
coming season so that the entire evening 
was taken up by entertainment and 
presentations. 


Salesmen’s Awards 


Salesmen’s awards for the past season 
were made as follows: W. M. Walker, 
Parkersburg, W. Va., largest sales; 
H. L. Githens, Pennsylvania, second 
largest sales; T. C. Fitch of Kansas, 
largest sales in Glove Grip women’s 
shoes; L. C. Byrne, largest percentage 
of increase in sales; J. C. Hynds, largest 
number of new accounts. 

Those present at the banquet in- 
cluded: D. J. Gillespie, C. M. Fitch, 
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T. G. Fitch, F. G. Deitsch, Sig. Beer, 
W. M. Walker, H. A. Simmons, J. J. 
Rusher, W. J. Lovejoy, E. J. Mattison, 
H. L. Githens, A. V. Rooney, J. G. 
Hynds, R. C. Coburn, L. T. Eastman, 
L. C. Byrne, W. P. Arnold, B. L. Wales, 
W. W. Arnold, E. O. Tyler, J.D. Arnold, 
E. W. Arnold, Thomas Arnold, 
E. Crane, B. Rochfort, A. L. Everson, 
J. Clements, C. S. Denham, S. W. Blan- 
chard, B. A. Dyer, Edward R. Turner, 
J. F. Stevenson, H. M. Isaacs. All the 
salesmen now have their 1920 Fall 
samples and are starting out on their 
season’s work with optimistic ideas 
regarding business for the coming 
season. 


VETERAN SHOE TRAVELER DIES 


William A. Patterson, Formerly 


with L. B. Evans’ Son Shoe 
Company 
William A. Patterson, who for a 


number of years has represented L.¥B. 
Evans’ Son Shoe Company of: Wake- 





WILLIAM A. PATTERSON 


field, Mass., died suddenly Wednesday, 
February 11. 

Mr. Patterson went to his office 
Wednesday morning apparently in the 
best of health. About noon he was 
stricken and died at 10.30 p. m. from a 
cerebral hemorrhage. 

Mr. Patterson had spent 43 years 
selling shoes. For 26 years he had lived 
in Chicago and has called upon the 
larger trade in the big cities from New 
York to Denver. He was always of a 
happy, genial disposition and won for 
himself a wide circle of personal friends 
among the merchants and other travel- 
ing men with whom he came in contact. 
He was successful in his work, and was 
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held in high esteem in the trade. He 
was a member of the Boston Shoe 
Travelers’ Association. 

Funeral services are held today, 
Saturday, February 21, at his late 
residence, 3713 Pine Grove Avenue, 
Chicago. He is survived by his widow, 
Mrs. Edna McFarland Patterson; a 
son, Donald M. of Boston, and several 
brothers and sisters. 


CENTRAL SHOE COMPANY 


Entire Force in Territories with 
New Fall Line 


Central Shoe Company starts the 
Fall season with an even 100 salesmen. 
New men on the force will include the 
following: E. W. Martin, who has 
represented the Endicott-Johnson Shoe 
Company in South Carolina for the past 
ten years, will cover this same ter- 
ritory. George G. McDonald, for the 
past nine years representing Roberts, 
Johnson & Rand Shoe Company in 
Northwestern Missouri, will cover this 
same territory; J. H. Reid, for a number 
of years representing the Hamilton- 
Brown Shoe Company in Southern 
Missouri, will, in the future, cover the 
Western Illinois territory; W.R. Hilliard, 
for the past 25 years identified with 
Henegar-Dooley Shoe Company, Knox- 
ville, Tenn., will cover the old territory 
in Alabama and will be assisted by W. 
W. Fulford, C. P. Shock and Truitt 
Weaver. J. G. Jones, formerly with 
McElroy-Sloan Shoe Company in Louis- 
iana, will cover the Delta territory in 
Mississippi, succeeding Mr. Ben Fried- 
man. R. L. Long, formerly with 
Stephen-Putney Shoe Company, will 
be in his old territory in Kentucky. M. 
C. Black, late representative of H. F. C. 
Dovenmueble & Son in Central Illinois, 
will cover Northern California. 

Ed. Trench, formerly with Smith- 
Wallace Shoe Company of Chicago 
in Southern Wisconsin, will cover his 
same territory. 

J. R. Groom, for a number of years 
with Luedke-Shafer Company of Mil- 
waukee, will be in his old territory in 
Southern Alabama. 

L. W. Ford, for the last several years 
with Stephen-Putney Shoe Company, 
will cover Virginia. 

L. R. Haslett, identified with the 
Boston Shoe District, will cover Oregon. 

W. D. Wildhagen, formerly of Brown 
Shoe Company, Inc., is a new addition 
to the St. Louis city sales force. 

L. L. Harper, for several years with 
the D. F. Matson Shoe Company of 
Cedar Rapids, Iowa, will cover South- 
eastern Iowa. 

A. A. Bennett will be in Northeastern 
Iowa. 

M. F. Edwards, for a number of years 
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"UNIVERSALE 


Arch Adjuster 








The 
“Orthopedically 


Better” 
All-Leather 


Arch ) IN, c 
Support : Ete, Wee sagt 
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This is called the “orthopedically better’’ all-leather support for the reason that this ex- 
pression best describes the article. It is better from an orthopedic standpoint than the ordinary 
non-metal supports because it better conforms to the true anatomical lines of the foot and 
because it allows the elevation to be adjusted to exactly meet the requirements of each individual 
case. Meets every adjustment need so simply and effectively that it is at once a source of real 
comfort and relief to the user and a joy to the shoe man or woman who fits it to the feet of the 


MAINTAINS ARROWSMITH STANDARDS 


When it is said that this soft leather support is built to conform to the well established 
Arrowsmith standard of orthopedic appliances, you readers, who have known the Arrowsmith 
line for so many years, will realize that everything has been said that need be. When your 
customers want the soft arch supports, fit them with the “Universale’’ and you will have done 


your full duty. 


ARROWSMITH MANUFACTURING CO. 


Chicago MORRISTOWN, NEW JERSEY Toronto 








sufferer. 
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manager and buyer of the Newcomb- 
Endicott Company, Detroit, Mich., will 
cover Michigan outside the city of 
Detroit. 

W. C. Lee, late representative of the 
Ely & Walker Dry Goods Company in 
Middle Louisiana, will cover his old 
territory with Central shoes. 

C. P. Kirkman, who formerly sold 
ladies’ fine shoes from Brooklyn, New 


York, will cover Eastern North Carolina. — 


R. C. Boldt and A. P. Heil are new 
additions to the Chicago sales force. 

The entire force is now in their ter- 
ritories with a new Fall line and the 
receipt of orders to date has been very 
satisfactory. 


ST. LOUIS TRAVELERS 


The Road and Houses They Repre- 
sent—Up-to-the-Minute News 


David P. Wohl Shoe Company has 
made the following additions to its 
sales force; Meyer Kurtz, Southern 
Illinois, and Harry Caplan, East and 
Southern Texas. 

C. L. McCain, one of the big leaguers 
in Northeast Arkansas for the McElroy- 
Sloan Shoe Company, is in the house to 
attend the annual convention of the 
sales force of this company. 

The sales force of McElroy-Sloen 
Shoe Company has been increased by 
the following new men: J. W. Rutland, 
Western Oklahoma; J. Clark Espie, 
Southern Louisiana, and W. F. Owens, 
Northern Louisiana. ; 

A. C. Porter, who formerly covered 
North Carolina for Brown Shoe Com- 
pany, has retired. He will devote his 
time to his personal affairs. E. A. Ruby 
will take over this territory. 

The sales force of Brown Shoe Com- 
pany has been augmented by the follow- 
ing new men: H. R. Butler, South 
Dakota; J. L. Brown, Nebraska; Wm. 
Rutger, Iowa; R. B. Summers, Jr., 
Missouri; C. Boehme, Illinois, and R.B. 
McCarthy, New England States. 

The salesmen for A. S. Kreider Shoe 
Company left for their respective ter- 
ritories during the past week. The local 
office of this company is expecting a 
visit from D. R. Kreider during the 
present month. 

James Clark Leather Company has 
made additions to its selling force as 
follows: C. O. Topp, Mississippi; L. W. 
Stone, Indiana; G. D. Scott, Michigan; 
H. Howard, Minnesota; Chas. Moder, 
St. Louis, all selling shoes. T.H. Peter- 
kin, Arkansas; I. J. Licherman, Arkan- 
sas, findings and leather. Sol Hains- 
further, Southern Illinois, rubbers. 
W. C. Cornish, Oklahoma, rubbers. T. 
E. Mehany, Southern Illinois, shoes 
and findings. 
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G. E. Lippman Shoe Company is 
starting the Fall season with several 
new salesmen covering the following 
territories: J. R. Sells, formerly manager 
of Geo. B. Peck Dry Goods Company, 
Kansas City, Mo., and more recently 
manager of the Bon Marche Boot Shop, 
St. Joseph, Mo., will travel Oklahoma, 
Iowa, Nebraska and Minnesota; Geo. 
M. Hasen, Illinois and Indiana; W. D. 
Britt, Alabama and Mississippi, with 
headquarters at Birmingham, Ala.; W. 
L. Hodnett, Georgia and Florida, with 
headquarters at Atlanta, Ga. 


Brauer Bros. Shoe Company has 
increased its sales force for the coming 
season covering the following territories: 
W. V. Stockton, Tennessee, Kentucky 
and Indiana; D. P. Kinsella, Missouri, 
Iowa and Kansas; J. L. Lock, South- 
eastern States; Chas. V. Howard, 
Pacific Coast. The Doll Brothers, who 
have gained an enviable reputation as 
being among the few successful shoe 
salesmen in Cuba, are sending in large 
orders. They are live wires and have 
the confidence of Cuba’s best shoe 
merchants. 


Friedman-Shelby Shoe Company 
has opened new territories which will 
be covered by the following new sales- 
men: M.E. Choat, Northern Minnesota; 
J. W. Geppert, Northern South Dakota 
and Southern North Dakota; W. H. 
Leonard, Southern Colorado; W. A. 
Trice, Eastern Virginia; N. E. Reynolds, 
Northern Michigan; Carl F. Caulfield, 
Southern Idaho; E. M. Cohen, New 
York City and vicinity. Several 
changes in territories are reported to be 
covered by the following salesmen: 
W. J. Barnhart, Northeast Illinois; 
J. L. Richardson, North Delta of 
Mississippi; W. B. McCall, East Ken- 
tucky. 


S. S. Marlin 
With C. A. Eaton Company, Brock- 


S. S. MARLIN 


ton, who covers Alabama and Missis- 
sippi, is now out with the Fall line. 


J. J. Buckley 


Who recently became associated with 
C. A. Eaton Company, Brockton, now 


J. J. BUCKLEY 


covers territory in Southern Missouri, 
Arkansas and Louisiana. 


A NEW ORGANIZATION 


Buffalo Association of Traveling 
Shoe Salesmen Formed 

Charles W. Reis of the United States 
Rubber Co., Buffalo Branch Footwear 
Division, employed for twenty-five 
years with said company, and selling 
American Brand Rubbers in Buffalo, 
has been elected treasurer of the Buffalo 
Association of Traveling Shoe Sales- 
men, which organized February 7, 1920. 
The meeting was held at Lafayette 
Hotel. 

The outlook for the organization 
looks very promising. At the first meet- 
ing, thirty-five members were initiated, 
representing some of the largest shoe 
and rubber footwear manufacturers and 
jobbers in this particular industry. 


BUFFALO ASSOCIATION 


A. F. Jenks Temporary Chairman, 
Charles McCarthy Temporary 
Secretary 

A. F. Jenks has been appointed 
temporary chairman and Charles Mc- 
Carthy temporary secretary of the 
Buffalo Association of Traveling Shoe 
Salesmen. 


WITH JAMES CLARK 


G. D. Scott Covers Michigan and 
Northern Ohio 

A new member of the road force of 
the James Clark Leather Company is 
G. D. Scott, who, although he has been 
connected with the company for severaD 
years, has never before covered any 
territory. Mr. Scott will cover Michi- 
gan and Northern Ohio, and will make 
his headquarters in Detroit. The 
Clark Company not only handles 
women’s style shoes, but also special 
trade-marked goods of the Juvenile 
Shoe Corporation, put out by the latter 
company’s Carthage, Mo., plant. 
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The Emmo Brogue 


is a classy oxford, carefully designed to meet the most exacting 
ferninine taste for lines of smartness and distinction. This Brogue 


Broadwa wy 
favorite 


OQ, 
alyeady has the approval of leading New York fashion shops. SA 


YOUR ORDER CARED FOR IN ORDER OF RECEIPT. 


THE MANSS OWENS COMPANY.2528 


CINCINNATI, . OHIO. U.S.A. mE 
=f é = 
y a 


CHICAGO OFFICE 
1431 REPUBLIC BLDG. 


NEW YORK OFFICE 
1139 AEOLIAN HALL 
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Ohio Valley Boosters 


Group of Active Convention Workers Who Will Appear at 
Columbus, March 1-3 


SECRETARY 
COV7/5 SIOMER 
NATIONAL SHOE 
RETAILERS’ » 
ASSOCIATIOLY. HENRY F. HAGEMANN. 
> ls GEO W. HACKENBERG SECRETARY OH/O0 VALLEY PETAIL 
DOG OF THE SHOE DEALERS’ ASSOCIATION. 


“ThE WATCH 
TREASURY” 


cP OTIN J. BAIRO, | cco SEATON ALEXANDER. 
SEC'Y “TREAS. AND GENS ANAGE B/G NOISE OF THE C.K.CHI A 
PEPPY JACK COVEN TIOYY PRESIDENT O10 VALLEY RETAIL 
CONVENTION CHAIRMAN SHOE DEALERS ASSOCIATIOY. 


MCLAUGHLIN, 


BERGMA PE 
. “JUST BERGY'. THAT'S ALL" os RY W. SMITH- 
A WICKED GAME, Boys? ee oe NEXT DANCE, PLEASE “D> 
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LACES—-CHANDLER’S—LACES 


“Popular Priced” for Immediate Delivery 





Round Laces 
For Oxfords or Boots 
Made of Best Quality Mercerized 
Yarn 
From 24 to 81 inch in the season’s 
wanted colors 


Ask for Our Leader Pattern 225 


Ribbon Laces 
For One and Two Eyelet Ties 

Made of All Silk, Silk Faced, or 
Mercerized 

All widths—Tipped or Untipped 
All lengths 

Colors: Black, White, Browns, Grays 

(Sold by the 10 or 50-yd. roll un- 

tipped if desired) 


Tubular Laces 
For Oxfords or Boots 
High Grade Mercerized Yarn 
Lengths from 24 to 81 inch 
Black, White, Browns, Grays 
Ask for our Pattern 440 


“Foresight in Buying”—That is why we can deliver these laces to you at prices 
which enable you to give your customers the benefit of ‘Good Merchandise at 


the Right Price’’ 











Get Your Orders in Early Before This Stock is Exhausted 


30Frankiinst. C, A, BROWNING CO.), Boston, Mass. 
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A 
Seller. 

It will as- 

sure the continued 

patronage of your trade, 

and extension of your business 
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THE “WHITMAN SPECIAL” 


Nos. 66 and 67 


ererirrtiiry 
we. 
cu 
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Best 


Stock No. 66—Biack Gun Metal Calf Bal, 
Wi viman Mat Calf Top, 11 Invisible Eyelets, Yale Last IN 
SSPECIAL- No. 70, Low Boglich Toes 13 Iron Heavy 


Grede D Leather Sole, 8-8 


nglish Hi 
Sizes, 7 to 11, A; 6 to 11, B 


i, Wood Posed. © STOCK 


to 11, C an 


English Toe, 13 Iron Hea 
English Heel, Wood Pegged. Sizes, 7 to 11, A; 
6 to 11, B; 5 to 11, C and D. 


WHITMAN & KEITH CO., BROCKTON (Campello Station), 





Stock No. 67—Dark Cherry Tan Calf Bal, 
11 Invisible Eyelets, Yale Last No. 70, Low 


Leather Sole, 8-8 


MASS. 
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ANNOUNCEMENT 


This display stand (one of several new dedlers’ helps) is ready for distribution, 
size 17 x 13 inches, finished — mahogany. Figures in 7 colors. Accommodates 


3 or 4 shoes. 

Graphically tells the story—— 

Creates sales— 

Dignified and appealing— 

Every SINBAC customer carrying our INFANTS’ TURN FLEXI- 
BLES can have one for the asking. 


44 STYLES CARRIED IN STOCK 





A NEW FEATURE 
To meet the needs of some communitiess we made 
up Flexibles with single lift heels and tle best grade 
with mock heel, also of course without heel. 











Write For This Book Showing 
an extensive Young People’s Line 
Most comprehensive known 


Infants’ to Young Ladies’ and Boys’ 
Turns, Welts, McKays 
Stocked in Widths 


SINBAC 


The Helthy-Fat ln 
CHICAGO.ILL- 
Sinsheimer Bro. & Co. oy 215-217 West Monroe St. 
Our 48th Season 
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“Kvery Pair Is Full of Wear” 


N this illustration we emphasize prominent characteristics of “* Kinder- 
Garten’ Welts that cause these shoes to render more days’ service to all 


boys and girls who wear them. 
Even a hasty glance at this diagram of “‘Super-Service” features in ““Kinder- 
Garten” Welts will suffice to show clearly why they have become known as 


‘The most strongly constructed, longest wearing and most satis- 
factory welted shoes that money can buy—and the most easily re- 
5 


paired shoes made.”’ 
Truly, they are “Made Stronger to Wear Longer” 


OVERWEIGHT 
BLACK KID 











LEATHER COUNTER ) 








SOLE LEATHER 
BOX TOE 











(ONE PIECE LEATHER INSOLE ) 


(EXTRA QUALITY HEMLOCK FIRST SOLE) 
CHROME TANNED ELK OUTSOLE ) 


= 
KINDER-CARTEN WELT 
TWO SOLES ALL THE WAY ACROSS 
The style illustrated is THE SHOE THAT MADE 




















THE “KINDER-GARTEN’’? LINE FAMOUS 
3261—‘‘Kinder-Garten” Welt Overweight Kid Button Imitation Tip, 
Chrome Elk Sole, Low Heel, 124% to2..................... $3.25 
i a@ 66 42866 Oe 6 @& 6 @' 6 © © 2S 1624 CE CO oOo Oe See 2.90 
2.50 


3255—Child’s Same, 81 to 12 
3256—Child’s Same, 5 to 8............... sani ios Anak ae a 
Mail Orders Filled The Day Received 


‘«‘Kinder-Garten” Shoes Are Smooth Inside—Strong Outside 
ALLACE sire om Welts ss. \Turns 


Kinder-Garten Welts and Turns MITH- 
. a = ws oT, s H o a c.o M P A N Y¥ 
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Bates National Aavertising 


ONTINUOUS appearance of its 

advertising in the great national 

publications is nowadays one of 
the sure evidences of the good value and 
trustworthiness of any commodity. 


Unless the merchandise has those two 
elements, the publishers do not accept 
the advertising at all. 


Also, unless the merchandise com- 
mands national distribution and sale, 
the makers cannot afford to run the 
advertising in those publications. 


Bates Shoes are advertised regularly, 
every month, in the SATURDAY 
EVENING POST. 


Each advertisement carries the plain, 
simple message of Bates high-value-at- 
moderate-price to over two and one- 
quarter millions of buyers of that great 
weekly—and to several times that 
many actual readers. 


Each advertisement faithfully pic- 
tures one of the seasonable Bates Styles 
embodying this cardinal principle of 
Bates Manufacture. 


Each advertisement is a definite in- 
fluence for attracting the attention of 
American men to Bates Shoes—and for 
helping to draw them, sooner or later, 
to the shoe stores that sell Bates Shoes.. 


We are among a very limited number 
of shoe manufacturing concerns that 
advertise their products in the POST— 
and most of them sell their shoes at 
prices higher than Bates prices. 


But our several years’ use of this kind 
and quality of publicity for Bates Shoes 
has proven its value to Bates Dealers. 
Therefore it has been well worth its 
large cost to us. 


In these days of high cost of shoe- 
making the Bates permanent poligy of 
high-value-at-moderate-price is winning 
an approval from the consuming public 
that justifies all the care and cost put 
into Bates Advertising. 


Because that approval reflects 
itself directly in a steady increase 
of the sales of Bates Shoes in our 
dealers’ stores. 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO,ZILLINOIS 
General Offices, WEBSTER, MASS. 
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Jjegu! 


au ty is but skin deep— 
But that is deep enough 
when ROVILLS| KID 
is the skin used in making 
Shoe Uppers. 


Whether you are a maker— 
retailer or wearer—you must 
be interested in 


ROVILLA KID 


Its superior lustre—wearing 
qualities and cutting advan- 
tages—demand your careful 
consideration. 


For beauty of texture—lustre 
and finish—NOVILLA KID 
has no equal. Because of its 
strength and mellowness ‘it 
gives long and comfortable 
wear. ' 


Write us today for 
full particulars 


CASTLE KID CO. INC. 


Originators and Makers 
CAMDEN,N.J. 
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9 Let us send you a 


i own story 
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AVANA BROWN KID) 
IN STOCK : 


ON ‘‘BOYLAN’S ELK’’ LAST 


Numsper 299 Price *9.25 


Widths A-E 
Sizes 6-10 











Also In Stock 
On the Same Last 



















Number 288 $8.25 
Black Glazed Kid Blucher 
Widths A-E Sizes 6-10 














twelve pair case 
for examination— 
It will tell its 









100 per cent Leather—that’s 
why they are “‘good”’ 









THE J. RALPH BAKER CO., Inc. 
Bridgewater, Mass., U. S. A. 
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SPRING SHOES 
IN STOCK 


A pumps are in big demand this 
season. Not only for this Spring, but for 


every month in the year they are the safest 


and surest sellers. 


We still have few cases all widths of this shoe 


in stock ready for shipment. 





No. 830. Patent pump, full Louis 17-8 
heel, heavy turn sole, medium length 
vamp, medium narrow toe. 
Widths AA, 314 to7 
x A,3 to7 
B,3  to7 
C,2144to7% 
D,244to7% 
Price $6.00 net 30 days. 


NEWTON SHOE COMPANY 


HAVERHILL, MASSACHUSETTS 


C.F a .§ a Fe fe — + a 8 — 2 << ~— % - 
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Spring Stock Style Catalogue of 
“Keith’s Konqueror” Shoes for Men 
will be ready to Mail February 15th 


Every dealer keen for snappy styles 
at right prices will want a copy. 


Be sure of getting yours by 
sending request for same today. 


THE 
Preston B. Keith Shoe Company 


Brockton (Campello Station), Mass. 


New York Office, 299 Broadway, Room 415 
Boston Office, 207 Essex St. 
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THE LEATHER MARKET 
(Concluded from page 137) 
toward smaller productions as per unit 
of factory capacity. Higher wages in 
all branches of production and shorter 
hours can only result in higher costs of 
goods, and much of the steam which 
bas been let off against manufacturers 
and tradesmen in general might better 
have been directed against the basic 
conditions which have brought about 
the situation which confronts all classes. 
As we have stated before in these 
columns, until these basic conditions 
change, there is little hope of greatly 

lowered commodity costs. 


Active Demand for Upper Leathers 


Calfskin leather is unchanged from 
the situation of the last few weeks, and 
ranges in prices from $1.00 to $1.50 
per foot, according to quality and tan- 
nage. There is an excellent demand for 
ooze finish for high-grade footwear in 
black and dark shades. Smooth- 
finished calfskin in black and standard 
colors is also in good call. 

A heavy demand is indicated for side 
leather, especially in the new finishes 
resembling the best grades of calf and 
kid. Prices are firm and top selections 
are most wanted. Colors are quoted all 
the way from 60c to 90c a foot, and 
snuffed leather is in fair request at 
prices from 5 to 10 cents per foot 
lower than full-grained stock. There 
has been more call of late for elk leather 
which ranges from 45c to 60c per foot. 
The demand for unlined shoes into 
which this leather goes is on the in- 
crease in many sections of the country. 
Colored buck in side leather continues 
popular and is quoted up to $1.00 to 
$1.25 per foot. 


Cordovan Leather 


Some of the finishes of horsehide 
continue popular and cordovan leather 
will be noticed in the next season’s 
footwear to a greater extent than last. 
The high polishes susceptible to the 
finishes of this leather make it desirable 
among .the younger trade. The ex- 
tensive demand looked for for heavy 
oxfords to be worn in the Fall and 
Winter with woolen stockings indicates 
a good outlook for all of the best grades 
of upper leathers. 

Patent leathers are in fair call, es- 
pecially for export. Prices range from 
90c to $1.10 per foot. 

More : attention is being paid to 
sheepskin leather, which goes into 
linings of high-grade shoes. With the 
high cost of leathers and production, it 
is deemed advisable to secure the best 
quality of sheepskins for lining purposes. 
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Sole Leather Situation 


Sole leather is virtually unchanged, 
although prices are adhered to very 
firmly. Hemlock is being contracted 
for, for the season’s supplies and prices 
are on a basis of 57c to 58c per pound 
and downward, according to quality 
and selection. Oak sole is selling in 
fair amounts. Country hide sides bring 
from 67c to 72c, backs from 85c to 95c 
according to quality, and bends from 
$1.00 to $1.10 for shoe manufacturers’ 
and sole cutters’ use, and up to $1.20 
for the findings trade. 


CINCINNATI 
(Concluded from page 131) 
true, and the “Recorder” hastens to 
correct it in due justice to the other 
concerns of this market. Our readers 
should know that this was an error 
and that it was not prompted by any 
individual operating the.style show. 





PLANT EXTENSION 


Cahill Shoe Company Occupying Its 
New Addition 

The Cahill Shoe Company is now 
occupying its new addition to the 
factory. The addition is 50 x 275 feet; 
four floors and basement. It warrants 
an increased daily capacity of 2,500 pairs. 
The welt output will be taken care of 
exclusively by this new part of the 
factory. 


PETTY SHOE COMPANY 
Will Celebrate First 


Aftera Prosperous Year’s Business 


Anniversary 


The Petty Shoe Company of Lan- 
caster, Ohio, has incorporated for 
$20,000. The officers of the company 
are: President, D. F. Petty; vice- 
president, Merrill Petty; secretary and 
manager, G. F. Horgan; treasurer, W. 
H. Petty. 

The firm will celebrate its first an- 
niversary, March 8, at the conclusion 
of a wonderful year’s business. The 
Petty Shoe Company is the sole agent 
for the Stetson and Varsity Shoes for 
men and women. 

This store has three very good 
features; its Modern Repair Shop, 
Ladies’ Rest Room and Shoe Shining 
Parlor. 


SHOE AND LEATHER CLUB 


Has Elected Officers at Its Annual 
Meeting 

The annual election of the Shoe 
and Leather Club has been held. The 
results were as follows: Charles L. Rupp, 
president; Emanuel Peck, vice-presi- 
dent; F.George Mohr, secretary; J. 
Rudy Schuler, treasurer; Robert E. 
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Rieckelman, governor two years; James 
E. McDonald, governor one year. 

The board of governors of the club 
provided a buffet luncheon for the 
voters from the hours of one to four in 
the afternoon. 

The two amendments to the con- 
stitution and by-laws which provided 
for an increase in the annual dues of 
both resident and non-resident mem- 
bers of the club were adopted. The 
membership fee for a resident member 
is now $15 annually, and for the non- 
resident $10. 


A Business Change 


Lyons Department Store Sold to 
E. Hertz 

The Lyons Department Store, which 
has been a prominent feature of the re- 
tail business of Yoakum, Texas, for 
over 19 years, has been sold to E. Hertz. 
The proprietor, J. Lyons, will move 
from Yoakum to Tulsa, Oklahoma. 

This department store has a floor 
space of 10,000 square feet. The deal 
involves approximately $50,000. The 
name of the new business will be the 
E. Hertz Department Store. 


Allen & Bridgeo, Inc. 


C. H. Foster Retires from Allen- 
Foster-Bridgeo Company 

Owing to the illness of C. H. Foster, 
who was obliged to retire from the busi- 
ness, the name of the corporation, 
formerly known as_ Allen-Foster- 
Bridgeo Company, Lynn, Mass., has 
been changed to Allen & Bridgeo, Inc. 

The capital stock has been increased 
from $200,000 to $300,000, and the 
additional stock has all been subscribed 
for. 

The present administrative force will 
conduct the affairs of the Allen & 
Bridgeo, Inc. 





Spring Merchandise 
Shown Many Buyers—Big Clearance 
Sales Closed 

With the close of January and the 
start of February many houses in 
Louisville are now showing Spring 
merchandise. Mild weather in late 
January brought out a big demand for 
new merchandise, and merchants report 
excellent business and good prospects. 

The Boston Shoe Company and Byck 
Brothers closed big January clearance 
sales on Saturday, January 31, the 
Boston company offering 8,500 pairs of 
shoes in its last two weeks’ sale, stating 
that the merchandise represented a 
$64,000 lot which was marked down to 
$45,000. This would indicate that the 
average price of all shoes in the lot of 
8,500 pairs was around $5.35 a pair. 
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Little PRINCE AND PRINCESS VWelts 
FOR CHILDREN 


are sturdy and scientifically built in all sizes and widths over healthful foot-conforming lasts to properly 
fit and support the arches, narrow ankles and heels of the growing children’s feet. 


Little Prince and Princess Welts are children’s shoes of character, and refinement, stylish in appearance, 


and will reflect credit to their users everywhere. 





Write us and our salesman will be pleased to call. 


PRINCESS 
FOR GIRLS 






FOR Boys 
*““RAISE THEM ROYALLY” 


THE BROGUE 
All Sizes and Widths—Nature’s or Eng. Last 


Genuine English Brogue, 1 to 7, all widths. 
No. 210 Brogue Boot Ne. iste oe 
No. 4670 Brogue Oxford. No. 110 Gun Met. 
No. 115 Mahogany 


BRAUER BROS. SHOE. @. *E10x's 











THE “ESSEX” 
HOTEL 


Appeals to the most discriminating. 
Those who know what constitutes 
good service find satisfaction here. 
Shoe men everywhere ook upon 
the “‘Essex’’ as headquarters for 
members of the trade. 

A safe guide to the worthiness of a 
%| hotel to regular patronage is the 
%)! quality of its cuisine; asthe same 
%)| faces are seen at the “Essex” 
















season after season there must be 2; 
a reason. ta. CUT STEEL BUCKLES 
W2. These illustrated are esp lly popul bers. G cut steel, 
ay moderately priced and in-stock for immediate delivery. 
alleen $s Also in oval shape. 


6465—Three row fine cut points 2 x 114, $27.00 per doz. 
Four row fine cut points 2% x 2, $36.00 per doz. 


PS 6466— 
The Essex Hotel Co. ay 6549—Three row fine cut points with large olive point, 214 x 2, $36.00 per dos. 
McCARTHY BROS., Proprietors x We also carry a large line of Beaded and Rhinestone Buckles. 
ATLANTIC AVE., ESSEX AND EAST STS. 3 ; 
. 21 and 29 NHARDI, _ seas 
Boston, Mass. 2. Eas e FA BRO: Ent 
ate 4 : ; 18th St. 
Corner 


t 
x o “17th St. 
| 400 Rooms—300 Baths—$1.50 a Day and Up |X The Novelty 
ay | $0 860 BROADWAY, NEW YORK 
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THE RUBBER REALM 
(Concluded from page 135) 


motorist’s shoe. The leg attachment 
comes up to a point just below the knee 
aid buckles around the leg below the 
knee. The shoe is already on the mar- 
ket. The United States Rubber Com- 
pny is planning to hold a conference 
ot the Sales Service Department man- 
avers of its various branch stores, at 
tie general offices of the company in 
New York, during the week of March 22. 
‘The conference is to be held for the pur- 
pose of considering methods of improv- 
ing service to retailers. Sales service 
managers from all the company’s 
branches in the United States will be 
vresent. 

Equipment to make rubbers to fit 
lute styles of leather shoes is being re- 
eived by the United States Rubber 
(‘ompany in sufficient quantity at the 
present time to indicate that, in the near 
future, the company will be in a posi- 
‘ion to take care of the demand for this 
lass of goods. Equipment of this sort 
has been difficult to obtain, deliveries 
being retarded by the same general 
conditions as have limited production 
generally throughout the 
world. 


business 








WANTED TO PURCHASE 








Wanted at Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Sur- 
plus Stocks of 


SHOES 


No Quantity Too Large. 
Leases Taken 


GLOBE MDSE. CO. 


Indianapolis, Ind. 
New York Office 
23 Lispenard St., New York City 
Merchandise of All Kinds Purchased 


CASH PAID 


for shoe stores or surplus stocks of shoes 
or for other merchandise. Leases taken 
over. We will send a representative to in- 
vestigate and make offer upon request. 


Max Kalter Mercantile Co. 
591 Broadway w York City 
tate Spring 5160-5161-5162 


Short 

















DO YOU CONTEMPLATE 


Retiring o, going out of business? 
— i - value for your entire or surplus 
oa 


Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York Tel. 9531 Canal 
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WANTED TO PURCHASE 








WANTED FOR EXPORT 


YOUR me Numbers 


Surplus Stocks 
Entire Stocks 
FOR CASH 


NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. ¥ 














MISCELLANEOUS 








“FISHER” 


Teg Mosk 


7 Oe 
HEEL and 
COUNTER 

near 
A 
Weak Anki . 
Prevents the Counters of Boots and 
Shoes from Running Over. Easily Ap- 
plied. No Repair Department should 
be without them. 


BL 


Without 














The New Improved 
<q. 
SHOE STRETCHER 


will ad ust counters or stretch 
shoes two whole sizes_ without 
damaging the shoes. Range of 
sizes; Misses’ 13 to men’s 12. 
Shoes can be stretched either 
across the base end or of tip to 


ong er height or width to 
.00 each. 
F. w. WHITCHER CO. 


Boston 
and 
Chicago 








Milbradt Rolling 
Step Ladders 


are made ina great many 
styles to suit all kinds of 
stores and shelving. They 
will enable you to get 
along with less help, save 
the wear and tear on your 
shelving and help the ap- 
pearance of your store. 
hipped subject to ap- 
proval and satisfaction 
guaranteed. 
a for our latest cata- 
ie showing 18 styles of 
1 = as well as other 
tures. 


Milbradt 
Manufacturing Co. 


2410 No. 10th St. 
ST. LOUIS, MO. 











EDITORIALLY 


The 
Boot and Shoe Recorder 


is the most alert, aggressive and 
progressive journal in the world 
published for the shoe merchant. 














Boot and ShoeRecorder 


OFFICES IN 


seoce Tos —. 224 Moraine St., Geo. W. 
nager thy one 507. 
CHICAGO oer CE: Zz est Madison St. Tele- 
hone Main 1089. B.C. Bowen, Manager. 
S$ se OFFICE: 1627 Locust St. B.C 


Bow , Mana, yak 
NEW YORK OFFICE: Room 102, Graham Bldg., 
127 ee anes _% Walter Scott, Manager. 
PHI hone 
DE. cPaIA M OFFICE: 929 Chestnut St. H. 
Pee . Man 
HAVERHILL. ‘OFFICH : Chamber of Commerce 
ay gh National Bank Bld, g- Geo. 


- Hill, 
CINCINNATY POrnick: 501 First National Bank 
pide. - C. Bowen, Manager. Telephone 


ROCHESTER OFFICE: 609 Powers Bldg. 
Rossiter L. Seward, Western New York Rep- 
resentative. jFelepone Stone — 

LYNN OFFICE: Fred A. Gann 
MILWAUKEE OFFICE: B. C. a 

Paris Office: 2 Rue des Italiens. L. Hubbard, 


Manager. 

London Office: John C. Curtise, Manager. Man- 
sion House Chambers, Londo: 

Australian Office: 430 Lit. Collins St., “Melbourne. 
G. Jervis Manton, Manager. 

Continental Office: William Salzman, Manager. 
Wasagasse 2, Vienna, Austria. 

ARGED TINA: Gerente, C. M. Elizondo, Calle 
Balcarce 150, Buenos’ ‘Aires. 
RAZIL: Gerente, Leon Combacau, Ruaido 
Alfandega 204, Rio de Janeiro. 

CHIL ntiago, Las Rosas 1123-1127, Otto 
Fuhrimann, Gerente. 

CUBA: Havana, , 572, Pedro V. 
Montane’, Gerente. 

SPAIN: Gerente, Leoncio de Miguel, Librero- 
Editor, 20 Fuencarral, Madrid. 

MEXICO: Gerente, Jose Elizondo, 4a Del 
Cipres 117, Mexico, D. F. 

Japanese Office: Yokohama, J. F. Wagen 

anager. 








MISCELLANEOUS 








Every Shoe Store Needs 


a@ pair of 


“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made whieh is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


**Manchester”’ 
Trade Mark Reg. U.S 
Pat. Off. 
singers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that ena- 
bles you to cut the 
tacks close to the 

insole. 
Be sure and specify 


“MANCHESTER” 


curved jaw when or- 
dering. 

Write us direct if 
your dealer cannot 
supply you. 


Price, $4.50 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Chicago Branch 
Boston, Mass. 323-325 “W. Lake St 


| 
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page per issue: 
Space 1 time 
linch.. ..$4.00 
2inch.... 8.00 
3 inch... .12.00 
4 inch... .15.00 


13 times 
$2.75 
5.25 
7.75 
10.00 


7 times 
$3.00 
6.00 
9.00 
12.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth 





52 times 


$2.00 


26 times 


$2.50 





Ad 


OSITIONS WANTED—Three cents per word for each 
Minimum amount accepted, sixt 
vertisements, five cents per w 

t pted One Dollar. 
up to five o’clock Tuesday P. M. When advertisers 
couse in care of this office, twelve words must be allowed in each adver- 
When advertisers desire 





4.75 
7.00 
9.00 


6.00 
8.00 





or 
4.00 to their address, each word of 
advertisement and paid for accordingly. Answers to ads must be sent 
under letter postage. 


insertion. 
=. yo 4 other “Wart” ad- 
Minimum 


Ads iar L s heading wil will be received 
answers to 


COOeEOeDOnOeNeReECOneEOONOD 


savenecunnaee 


forwarded direct 
the address must be counted in the 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 








SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





XPERIENCED SALESMAN to handle in- 

stock line, infants’ and children’s turns, misses’ 
and children’s stitchdowns. Territory, New Eng- 
land, Middle and Southern States. Commission 
six per cent. Give experience, reference. Address 
B697, care Boot and Shoe Recorder, 207 South St.., 
Boston, Mass. 
WANTED—Sole sman to carry line of high-grade 

spats, spat tops and leather novelties. Geod 

proposition and good territory. Address B707, 
care Boot and Sh hoe Recorder, 207 South St., 
Boston, Mass. . 


WANTED —Shoe salesman to carry high-grade 
line of spats and spat tops as side line on 
Address B708, care Boot and Shoe 


commission. 
Boston, Mass. 


Recorder, 207 South St., 


QuR lin. open for St. Paul and Minnesota and 
surrounding territory. Salesmen with knowledge 
of trade in this territory only apply with references. 
B705, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


ALESMEN to handle our line of Boudoirs and 
Turn Sandals. Box 76, Haverhill, Mass. 


ZALESMEN wanted for new line of infants’ 

square edged turned shoes, sizes 1 to 8. Best 
selling styles will be carried in stock. Samples 
ready about Feb. 20 Address B704, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


ALESMAN WANTED—Good, experienced shoe 
salesman with established trade in City of 
Detroit and Southern Michigan to sell a medium 
grade of men’s work shoes, in welts and nailed, on 
straight commission basis. Only those — 
- with shve trade need ap ly. Send replies to L. 
Shoe Co., Chippewa Falls, Wis. 


XPERIENCED shoe salesmen to devote entire 

time selling foot fitter in following territories: 
New York State, South Carolina, Kansas, Mon- 
tana, Wyoming, Colorado, Missouri, Wisconsin, 
Florida. Give age, experience, sales. Edmonds 
Shoe Co., Milwaukee, Wis. 


ANTED—High grade retail shoe salesman, 

young man, unmarried preferred. College 
town in Southern Ohio. Give references, experience 
and salary expected in first letter. Position — 
at once. Address B 700, care Boot and Shoe Re- 
corder, 189 W. Madison St., Chicago, Til. 


*LESMAN WANTED on a commission basis 

.o represent. a live wire Ladies’ Shoe Specialty 
House catering to the retailers of New England. 
Address B698, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


WANTED—Salesman covering Arkansas and 
Louisiana, also man covering Michigan to 
carry snappy side-line of MacMaster’s famous 
Soft Soles, Tatants’ and Children’s Turns, McKays 
and Stitch-Downs. Liberal commission, good 
deliveries, established trade. Only hustlers with 
non-conflicting lines need apply. J. J. MacMaster, 
Rochester, N. Y. 


GALESMAN—High grade salesman to call on 
jobbing and retail trade, covering Western 
Pennsylvania, Ohio, Indiana and part of Michigan 
with line of welt and stitchdown shoes. Only man 
of high calibre, familiar with this trade will be, 
considered. Give full particulars in first letter, 
which will be treated confidential. _B693, care 
poet and Shoe Recorder, 207 South St., Boston, 
ass. 


ALESMEN wanted to cover New England, 

New York State, Metropolitan and Brooklyn 
territory, with a full line of infants’, children’s, 
misses’, and growing girls’ welts and McKays. 
Shipment direct from factory, one day service. 
Commission basis. Address 271, care Boot and 
Shoe Recorder, 127 Duane St., New York City. 


WANTED, ‘SALESMEN—Retail trade on com- 
mission. Small line of misses’ and children’s 
High and low cuts, cor- 
B692, care 
Boston, 


medium price McKays. 
rect styles. Give full information. 
Boot and Shoe Recorder, 207 South St., 


Mass. 


WANTE {D—Having the states of Arizona, New 
Mexico, Oklahoma, Kansas and Missouri 
open, we shall be glad to hear from salesmen call- 
ing on established trade in this —. A com- 
plete line of turns, sizes 1 to 8, and welts, sizes 
6 to 11, carried in stock. Highest, rate of com- 
mission paid and when writing give full particu- 
lars with references. Goodger & Milow Shoe Co., 
Inc., Rochester, oe 2 
GALESMAN for factory. Line of girls’, misses’ 
and children’s welts and McKays for Dakotas, 
Montana, Washington and — Quality line, 
salary and cx m. Only with estab- 
lished trade considered. Give eieanes and full 
information in first letter. Apply, Kalt Zimmers 
Mfg. Co., Milwaukee, Wis. 
ALESMEN WANTED. Best side line. Only 
six samples. Retail trade on commission west 
and south of New York. Men’s Goodyear welt 
bals and bluchers. Stylish shoes $5.50 to $6.00, 
n metal, mahogany and patent. The Arebest 
ine. Advise territory covered, other lines carried, 
etc. B687, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 











Road Salesman Wanted ! 


Exe Deve CHILDREN’S HOUSE LO- 
CATED CHICA 





LES. DRE: 
B677, CARE BOOT & SHOE RECORDER: 
SECURITY BLDG., CHICAGO, ILL. 

















SAL LESMAN WANTED to cover State of Iowa 
with a long, stone line of children’s shoes car- 
ried in stock in Milwaukee. The Northwestern 
Shoe Co., Sibcadhen, Wis. 


WANTED—Salesman, Western Iowa, also 
Northern Nebraska. Specialty line of ladies’ 
fine shoes and low cuts and fancy felt slippers. 
Six per cent commission. Address B674, care 
Boot. and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 
GALESMEN WANTED—For women 8 specialty 
line of grade shoes; commission basis. 
Territory— estern Pennsylvania and vicinity. 
Interested only in as ee men with head- 
quarters in territory T. Holmes Company, 
1s N. 4th Street, Pitiadcighin, Pa. 
h-class 


WANTED—Experienced salesmen for hi 
Pll. of men’s, boys’ and youths’ wor 
Good commission; either straight or 7 tine me; good 
Ono open. The Morr Shoe Mfg. Co. 
io. 
ANTED—Salesmen to handle a side line of 
vici kid bay = and low, turn, Comfort shoes. 
To sell onl large retail trade and department 
stores. Liberal terms and commission. G 
territory now open in the Middle West and South. 
Address B667, care Boot and Shoe Recorder, 207 
South St., Boston. Mass. 


WANTED-Shoe salesmen of ability to carry a 
side line of medium grade turn Comforts, made 
by one of the largest, most — shoe manu- 
facturer in the East. IN a 

sonable prices. ry sel 

Six per cent commission. 

Only hustlers who can produce results need a 
State all in first letter. Address B657, care 

and Shoe Recorder, 207 South St., Boston, Mass. 


WANTED— Salesman with established trade in 
Ohio and Western Pa. to carry our line of 
high-grade ladies’ shoes. To be carried with non- 
conflictin, ing lines. Send reference with first letter. 
ery | 611, ones — and Shoe Recorder, 207 
St.. Boston, Mass. 
GALESMEN—To = metal reinforced bo 
shoes to the trade; good territory Rory open: 
commission. American Metal Shoe Co., 
Racine, Wis. 














Dept. 





WANTED 


EXPERIENCED SALESMAN 


With reference to sell specialty line of in- 

fants’, children’s and misses’ shoes; also 

shoe-store supplies and findings in South- 

ern Michigan, also Indiana. Either salary 

or commission. dress , care Boot 

and Shoe Recorder, 207 South St., Boston, 
ass. 











POSITION WANTED 


ISHES A CHANGE—Retail salesman now 
employed. Highly successful for twenty years. 
With one of the largest and oldest shoe stores in 
the South. Would like to connect with firm that 
could offer broader opportunities. Would like 
manager’s or buyer’s place. Don't answer un 
7 have something good to offer. Can appreciate 
shoe man and willing to pay the price. 
y Fy nl B706, care Boot and Shoe Recorder, 207 
South Street, Boston, Mass. 


bbe man familiar in shoe line, in salesroom, 

Iso competent office man, bookkeeper and 
oun apher, seeks chance for advancement. 
H. E. S.. 935 E. 163rd St., Bronx. 


YOUNG man, three years’ retail shoe experience, 
four years’ wholesale, sien _ of shoes for 
Philadelphia and vicinity. dress Edward 
France, 1516 South Fourth St., Philsdelohia Pa. 


WANTED— Position as traveling salesman for 

manufacturer's line by young man, age 30. 

any ah peed road experience. B694, care Boot and 
ecorder, 207 South St., Boston, Mass. 


Mw. age 32, now managing a retail shoe store 

reat}. Ohio doing over hundred thousand dollar 

business yearly. Good salesman and _ all-round 

man now = for position. Address B685, care 

oe and S$ Recorder, 207 South St., Boston, 
ass. 




















HELP WANTED 


OUNG man to take charge of large shoe store 

doing geod business, full of pep, some initia- 
tive, ——, ability, and must know the shoe 
game, good — = and profit sharing basis. It 
is up to you. A Leuthe, Main and South Ave., 
Store No. 3, Niagara Falls, N. Y. 


ANTED— Salesman, 40 to 45 years of age, 
appearance, with years’ children’s shoe 
e ience in buying and selling, to take charge of 
children’s shoe dept. Must be real lesman. 
Younger man wanted for selling ladies’ shoes. 
Must be extra good window trimmer and card 
writer. Some knowledge of ad writing. Lyons’ 
Shoe Store, Tulsa, Okla. 


ANTED—A first-class man manager 

men’s shoe store. One of a dale = 

This is an opportunity for the proper party to con- 

nect with one of the fastest-gro ok Liberal 
in the men’s retail shoe trade in in New Y 

State age and experience. All communi- 

cations confidentially wala. Address K269, care 

Boot and Shoe Recorder, 127 Duane St., New York. 














